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OUTH is now sitting in the buying seat. You 
) can either get youth’s real enthusiasm or its 

silent indifference, and the span between is often 
bridged by the tone of the voice of the sales person. 
Make no mistake about it, the children’s shoe depart- 
ment, once the most neglected, demands the most atten- 
tive service, and if given, is the most productive of 
profit and prestige for a business. 

Here and there the country over, smart little juvenile 
shops are beginning to appear, and this tendency de- 
serves major attention. The most hopeful sign in that 
direction is the number of little juvenile shops spring- 
ing up in nearby suburban communities, operated as 
separate little businesses, but owned by the major store 
in town. 

The theory back of this form of merchandising is 
twofold: Space is too valuable in a down town city 
store for the operation of a juvenile department, and 
second, in the suburbs the convenience of approach 
apparent in selling a child. The experiment is already 
being tried in a dozen cities throughout the country 
and so far successfully. 

We are right at the beginning of an era of direct 
service to juveniles. They have an appreciation of a 
store that serves them exclusively. They feel that they 
are appreciated. 

The child is sitting in the buying seat in more articles 
than just shoes. For example, a recent motor car re- 
ceived its most damaging 
criticism from the juvenile 
members of the family. They 
voiced their objections to any 
paternal purchase of such a 
car because it had lines that 
did not appeal to the child’s 
eye. Can you imagine such 
a thing in a modern mer- 
chandising age, where the 
objection of the child would 
interfere with the purchase 
of a $2,000 article, and yet, 


age = forever is the passive children’s 
shoe department;—the little stock of 
shoes, tucked in the corner, and pulled out 
only when the clerk sees that he has at last 
got to serve the little boy or girl. 


HERE is a real business, a real profit, 

and continued prestige, however, for the 
shoe store that considers its children’s de- 
partment a real place for the selection and 
styling of juvenile footwear. 


‘Buyinc olen 


this has held true all over this country? 

The frequent objection of children to lines and de- 
signs of automobiles has had as much influence in 
changing the outward appearance of automobiles as 
any other factor. The child looks not at the motor, or 
the quality of workmanship. Its opinions are expressed 
on the externals. 

This same sharp criticism by youth has done more 
to modernize the hundred and one things needed by 
modern America. Children’s garments have gone 
through a new period of evolution. They must have 
smart lines, and in keeping with the latest style accept- 
ance by the adult. As a result, the garment that has 
primarily a useful character must be styled right. 


HE same holds true of juvenile footwear. It must 

have the lines and expressions of style in keeping 
with its use. The child knows what lines and materials 
should go into a sport shoe, and will have none other. 
It knows a party shoe must fall in line with the simple 
design of adult wear. Ginger-bread is out of the 
children’s shoe business, because the little tomboy 
period is about over. Little girls want to be junior 
ladies and act the part. When the play is sport, they 
want to dress for it. 

The obligation of the shoe man in styling footwear for 
children was never more important. What is needed 
is a new use of the arts of persuasion in getting more 
children’s shoes sold right. 

Too many shoe stores 
show too few shoes to chil- 
dren. The majority of chil- 
dren’s shoe departments are 
run on the basis of selling 
one pair as quickly as pos- 
sible, and calling it a com- 
plete job. Most shoe stores 
serve children passively, and 
particularly is this true of 
clerks who have a lack of 
interest in children. 
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#13.50 $10.00 @7200 Total Pre. % 























Feby 150 200 300 650 13 
Maroh 225 3275 400 900 17 
April 250 300 400 950 is 
May 325 300 425 950 19 
June 3209 375 450 925 18 
July 150 300 400 750 14 
Total Pre. 1200 1559 2375 5125 100 











Chart A—Sales 


This chart shows the store’s expected sales in pairs for 
the coming season, the estimate having been based on 
the known records of last year. This hypothetical 
store, of which the author writes, is presupposed to 
handle women’s shoes only and to do a volume of some- 
what less than $100,000 a year 
































$12.50 $10.99 $7.50 Total Pre. 4% 
Feby 264 341 522 1127 22 
Mer ob 336 434 665 1435 28 
April 240 310 475 1025 20 
May 168 217 333 718 14 
June 1320 155 238 513 10 
July 72 93 142 307 6 
Total Pre. 1200 1560 2375 5125 100 





Chart B—Receipts 


This chart shows how receipts in pairs should be sched- 

uled in order to maintain sales as shown above in 

Chart A. Note the difference in the months’ totals and 

percentages in the two charts. Also note that the re- 

ceipts of the first two months should about equal the 
sales of the first three months 





| Paire Feb. Maroh April May June July 
4000 
Hi 
se 
3750 


Average 
M17? 





Low 
3771 

2750 
Pr. 


7590 


Sales 650 900 950 950 925 

Reoeipte 1127 1435 1035 718 $13 307 

Turnover 3.6 3.1 3.2 3.2 3 
[aa 
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Chart C—Stock 


This chart shows in graphic form the effect on the stock 

of receiving pairs as in Chart B and selling as in Chart 

A. Also it shows the rate of turnover. Note that start- 

ing from a point long before the beginning of the sell- 

ing season the stock gradually builds up to a maximum 

at the beginning and then drops gradually to a mini- 
mum as the season ends 








Lnusuring 


Against 


Not every reader who reads this article 
carefully will agree with it in every par- 
ticular; but unless a buyer already has a 
perfect buying schedule, he will find here 
some food for thought. We can recom- 
mend the author who is the controller of 
one of the largest shoe stores west of the 
Mississippi.—Editor’s Note 





many” is forever with us. It’s modern name 
is Stock Control. The depression of 1920 
ended twice-a-year buying and made hand-to-mouth 
buying a necessity with many. 

Now the pendulum is swinging back and many 
merchants are groping for a compromise plan that 
will insure the proper amount of stock at all times. 

Buying quotas should be based on season selling 
rather than monthly selling. We tried to eliminate 
seasons a few years ago, but seasons are still with 
us. The summer season ends in the middle of the 
summer and the winter season in the middle of the 
winter. 

No matter how much we wish it otherwise, the 
fact remains that women’s shoes, excepting a few 
staples, lose value when carried across the season 
dead line, generally about Aug. 1 and Feb. 1. 

Shoes received in August certainly have more 
value in November than December’s receipts have 
in March, although the lapse of time is the same. 

This seasonal dead line should be recognized in 
your stock control plan, and every effort made (1) 
to have as few shoes as possible cross it, (2) to 
keep doing business on a reduced stock right up to 
the dead line, and (3) to have plenty of new shoes 
when the dead line is passed. 

Chart “A” shows the expected sales in pairs of an 
imaginary store doing a women’s shoe business of 
somewhat less than $100,000 a year in $7.50, $10 
and $12.50 grades. In figuring monthly sales for 
buying purposes, don’t forget that shoes sold at a 
reduced price must be counted in their regular price 
divisions. A $10 shoe sold at $7.45 must be added 
in the $10 total of pairs. 


old problem of “when to buy and how 


HY? Simply because you have to buy next sea- 
son’s mistakes just as you do its successes, and 

if you counted the reduced shoes in the lesser grade 
you would be lowering the standard of your stock 
each season, which is not presumed to be the case. 
The number of pairs you expect to sell should be 
arrived at by the number you actually sold during 
the same period of the previous year, uncolored by 
the rosy optimism of believing you should sell more, 
without sufficient reason. You are really very little 
smarter than you were a year ago, though it is 
natural to hope that you have learned more than you 
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Here’s a Control Plan Which Synchronizxes Receipts 


and Sales and Leaves 
Stock at the 


have forgotten during that period. 

Practically every merchant nowadays keeps a record 
of his pair sales such as is shown in Chart “A,” but the 
big problem is to translate that interesting history into 
useful and definite plans for the future. 

Certain it is that if he allows only 650 pairs (his ex- 
pected February selling in Chart “A”) to come in dur- 
ing February, he won’t have enough new shoes to open 
the season. 

He must receive more than he sells at the beginning 
of the season, just how many more is the question 
answered definitely in Chart “B.” 

In determining the figures for Chart “B,” it is 
planned that 50 per cent of the season’s requirements 
should be received in the first two months, and the re- 
maining 50 per cent be spread over the following four 
months at a constantly decreasing rate. 

The shoes received in February are not all sold in 
February, nor March, nor April, but doubtless a year 
from now there will still be a few on hand. 


HE quantity of shoes, therefore, that should be re- 
ceived in February and March is not governed by 

the actual sales during those months, but by the entire 
season’s selling, and careful planning shows that 50 per 
cent is about right, divided 22 and 28 per cent, or pos- 
sibly 25 and 25. 

These percentages are used not only for the stock as 
a whole, but for each individual price division. The 
quantity of $10 shoes to be received in February is 22 
per cent of 1550, the season’s to- 
tal of that grade, and so on 
through all the other months and 
grades. 

Chart “B” should even be re- 
vised somewhat (which 
has not been done here) 
to take into account the 
fact that we always sell 
a larger proportion of 
higher priced shoes in 
the early months and 
more lower grades late 
in the season. 


You with a Minimum 


Season's End 


$7.50 figure should be altered in the opposite way. 
Such changes depend entirely on your own local situa- 
tion. 

Chart “C” shows the effect all this would have on the 
stock as a whole. 


O obtain the desired three-time turnover, the store 
selling 10,250 pairs a year would have an average, 
but not constant, stock of 3417 pairs. 

On such a basis this hypothetical store would have a 
maximum stock of 3858 pairs in April and a minimum 
of 2771 pairs at the August first dead line. 

Adapting this plan to your own situation will require 
considerable thought. Your dead line may not be Feb- 
ruary first. Your peak sales may come later or earlier 
than in this case. Your business may be of the staple 
sort, mostly from stock, which removes the necessity of 
peak buying. Your June business may be far below the 
18 per cent shown here. Every store has problems dif- 
ferent from any other store’s. 

Many will find their stocks too large for a three-time 
turnover. There is just one way to reduce stocks and 
that is to buy fewer than are sold. Buying is more easi- 
ly controlled than selling and stock reforms should be- 
gin there. 

Yes, it’s hard work planning a good buying budget, 
and sticking to it is a lot harder yet. 

The best insurance against end-season losses is the 
beginning-of-season profits, and we believe this method 
of stock control is the most timely treatment of the 

subject of buying schedules that 
has ever appeared in print, for it 
gives to the merchant a proper 
proportioning of his spring de- 
mand. 

Hand-to-mouth buying 
is no longer practical nor 
wise. Prepared buying, 
particularly for the be- 
ginning of a season, is 
taking its place, and by 
this plan every store 
will have an adequate 
stock in the first two 
months of a season. 





Consequently the 
$12.50 quota should be 
raised in the early 
months and lowered in 
June and July, while the 


Some stock control plans, like the Toonerville Trolley, 
stay on the track only by a succession of miracles and 
you can’t run a business long on that basis 


Perfect your own 
stock control and your 
season’s end will adjust 
itself. 
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Getting More Shoes Sold Right F 





‘‘Obsolete”’ Prosperity 


GREAT revolution is taking place in the 

art of spending money. Necessity has 
brought about immense expenditures that produce 
a prosperity “by replacement.” 

Take, for example, the hotel industry. Sudden- 
ly the country over the American public gives its 
patronage only to modern and smart hotels and 
restaurants. One hotel in New York, built about 
ten years ago, and at that time considered the last 
word in hotel construction, finds that it is now 
necessary to spénd several million dollars for mod- 
ernization. The original investors expected the 
hotel to remain as is for fifty years. Today to 
protect their money they must bring the hotel up 
to date. 

This same experience has been duplicated in 
every city and town in America. One hundred 
million dollars will be spent this year in modern- 
izing hotels and restaurants, and it will be just the 
beginning of expenditures in that direction. 

The automobile industry in two years has spent 
four hundred million dollars in modernization of 
machinery and product so as to be able to compete 
for the American dollar. 

When we come to modernization of roads, we 
are just at the beginning of highway construction, 
and really haven’t started on municipal road work. 
One billion dollars will have been spent in two 
years for new automobile roads in America, and 


this is just the beginning of the work. When road | 
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engineering has reached the stage when the life of 
a road is estimated at forty years (providing the 
utmost in quality and workmanship is put into its 
building), then we are indeed facing a new appre- 
ciation of the costs of civilization. 

In many big cities they are tearing down im- 
mense buildings, perfectly good and useful for 
years to come, but lacking those modern facilities 
which the public has demanded in the past few 
years. 

Are we now on the verge of a prosperity that 
comes through the left-handed road of obsoles- 
cence? The fundamental wealth of this country 
comes out of the mines, fields and forests. But a 
new form of wealth, in expenditures as such, is 
coming out of methods of modernization. 

The same spirit of modernism is slowly but sure- 
ly coming into the shoe industry. Stores will be- 
come obsolete, and so will men and ideas, unless 
they keep pace with the speed of the American 
public. 

In this issue we show some pictures of a remark- 
able store in New York, built of glass, in colors, 
and extremely unique. It goes further along the 
road. Perhaps the new store almost borders on 
the freakishness. But Fifth Avenue can afford 
that sort of display. 

It kills for all time the argument, “Why go to 
that luxuriously furnished store for shoes, for 
every time you buy a pair of shoes there you are 
paying for the furniture and fixtures.” Here is a 
store with shoes at $6, having an exterior and in- 
terior more elaborate than anything ever devised 
in America. 

We are not saying that it is necessary for ex- 
teriors or interiors of stores to be thus patterned, 
but there is an absolute need for modernization of 
shoe stores in this country, and the price of the 
shoe has nothing to do with its appointments of 
service. 

We are in a new world of service, and the step 
ahead taken in the last two years has been so 
great as to indicate a revolution in all of the things, 
goods and services, used in American life. 


eee 
A Great Economic: Crisis 


MOST remarkable revolution of price is still 

going on in the rubber industry. Prices 

of crude rubber were artificially kept up by British 
restriction for so long a period that when lifted 
it found every manufacturing user of rubber 
stocked with high priced raw material, and neces- 
sarily so because of the increased demands in this 
country for rubber products. The restriction date 
being announced automatically reproduced in the 
rubber industry the exact conditions that the shoe 
industry faced in: 1920—instant decline of values 
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in the face of a sharply lower market for raw 
stock. . 

But what a difference in the handling of the sit- 
uation. The shoe industry resisted the fact that 
high priced boots and finished leather were over 
night “price-cut in two.” The rubber industry this 
year took a licking of one hundred million dollars 
and wrote it all off on one day when the inven- 
tories of the trade were taken. One concern alone 
wiped out fifteen million dollars and resumed ag- 
gressive business on a new low price to the public 
the next morning. 

No industry in America ever did as drastic an 
act. It serves as a lesson to industry to watch any 
artificially controlled level of prices when similar 
difficulties are ahead in nitrates, iodine and quinine 
with the possibility of the. coffee market being 
similarly affected in the future. World monopolies 
are doubly dangerous, for nothing can take the 
place of the great law of supply and demand, sub- 
ject to the acute competition of service. 

The rubber industry is in a new period of fight- 
ing rebirth. It is out to sell seventy million tires 
this year, and all other rubber products in propor- 
tion. It is giving the American public the most for 
the money, and by that aa 
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hides and skins, valued at $84,249,000, making the 
striking increase of 43.1 per cent in quantity and 
66.3 per cent in value. 

The second item on the other side of the shield 
is in quantity of imports. The most striking in- 
crease in the entire total of manufactured goods 
was the amount of imports of leather boots and 
shoes, being 105.8 per cent higher than for the 
corresponding period of 1927. r 

This indicates both an international mindedness 
on the subject of raw materials, and a very signifi- 
cant acceptance by the merchant of imported fin- 
ished goods. The tariff battles just ahead must 
take into consideration both of these factors. 

Both political parties are sensing a new danger 
to America through unemployment. Most of this 
unemployment comes about through increased ma- 
chine efficiency in all industries. Certain major in- 
dustries can now produce twice as much goods with 
the same amount of help as was used ten years ago. 

The displacement of men by machinery in indus- 
try in the past two years has been the equivalent 
of 1,600,000 working pairs of hands. These have 
been absorbed mostly in the distributive field and 
in what we term the “service of supplies.” These 

men become not actual 
oy 











very act will stage a f 
great come-back. 

The aftermath is 
that with the price de- 
cline of 18.5 per cent in 
crude rubber, the quan- 
tity import decrease is 
5.7 per cent in the past 
six months, proving 
that a lowering market 
is a market of doubt, 
and in all probability 
there will be no profit 
to growers of rubber 
for some time to come. 


& & & 
A Divided 
House 


WO items of im- 

port are of great 
significance, and ex- 
plain very clearly the 
divided house of the 
shoe industry on the 
tariff. The first item 
indicates that for the 
first six months of 1928 
we imported 283,159,- 


issue. 


plain “shoe news.” 


I remain, 


of Mr. Pessemier. 








The ‘Reason Why 


PESSEMIERS BOOTERY 
Tacoma, Wash. 


I know we all enjoy a little praise, especially 
when praise is due, so I am taking this oppor- 
tunity of writing you to tell you how much I 
really enjoy the Boot anp SHOE RECORDER and 
how much real good I derive from reading every 


No matter how long one may have been in the 
shoe business, they can always learn something 
new that is going on in the trade; and the Boor 
AND SHOE Recorper, I find, is generally first in 
giving the trade the newest features, whether it is 
in regard to styles, merchandise systems or just 


Knowing you will continue to maintain this high 
standard and looking forward to your next issue, 


Sincerely, 


(Signed) 


We are proud of the Recorver editorial organ- 
ization with its able, alert and active men and 
women working ail over the shoe map. 

We are also proud to have as our enthusiastic 
readers so many successful merchants of the type 


Tune Te... 


4 producers and makers 
of goods, but handlers 
and distributors. 

Soon the problem 
will be acute in the 
handiwork crafts. The 
shoe industry is not 
one of those that has 
displaced man power by 
new machine power, for 
its efficiency in machi- 
nation dates back a 
quarter of a century. 
3ut if good shoes are 
to be had in the future, 
the problem of the 
skilled workman who is 
employed less weeks a 
year in shoes and shoe- 
making, because of fin- 
ished-shoe imports, will 
become of more 
cern. Already the sup- 
ply of custom 
makers is an extremely 
serious problem. 

The shoe _ industry 
needs to establish one 
policy, however, in re- 
gard to tariff, for a di- 
vided house gets no- 


C. J. PESSEMIER. 


% con- 


shoe 


President 











where. 





000 pounds of raw 
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‘Type Box ine 


-A Few Examples of What Can be Done with Type Alone— 
For Economy it Can't be Beat 


By WILLIAM A. CONNELL 


used to describe. Its profitable use by the mer- 

chant is dependent upon some familiarity with 

sizes and kinds, and the type ad flourishes amid high- 
priced layouts because of its economy which makes 
profit doubly sure. When in doubt, consult your printer. 
Advertising children’s shoes presents a slightly dif- 
ferent problem than that of advertising either men’s 


fi YPE is almost as flexible as the little feet it is 


TUL 
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Jour Name Here 
A, P 


ADORESS = 








— 
An advertisement for infants’ shoes composed 
wholly of type rules, type ornaments and four 
line cuts of soft sole shoes. There are few print 
shops in the country which cannot give you this 
or a similar effect. The four little blocks of text 
between the shoes should describe the shoes them- 
selves. The text indicated by horizontal lines above 
the firm name could be more general in nature 


or women’s shoes. It is hard to tell in just what pro- 
portions “child appeal” and “common sense” selling 
should be mixed to make an ideal ad. That element 
of “childishness,” to which it is so easy to succumb. 
should be avoided. The older child resents it, the 
younger child doesn’t get it, and the parent gets enough 


of it in the nursery without having it injected into a 
transaction which is a matter of business first. Senti- 
ment in a children’s ad, like baking soda in a cake, is 
needed in certain quantities to give the ad a “lift,” but, 
as in the case of the soda in a cake, too much will make 
the ad fall “flat.” 

Here are four examples of type layouts. Nothing is 
used in the way of drawn illustration but the above 
themselves. Everything else that appears in the lay- 
outs on these pages can be set up in any print shop. 
All a merchant need do to make full use of these lay- 
outs is to clip them out and hand them over to his 
newspaper or print shop. They are in reduced size 
here, but they can be set in any size space that happens 
to be used. They can be set single column or double 
column. 


FE TTT TTL LLL ULL MELLEL TLL CL LUO LA LULU LUO LL 


Youngsters 
feet grow strong 
naturally in 

our Shoes 





















































Your Name Here 


ADDRESS 


SETTLE C1 


The step idea is always good in children’s shoes 
as it is easily built of type rules and permits the 
showing of shoes for all ages from babyhood to 
high school days. Type description of each shoe 
of course, under each step and your general or 
institutional copy above the firm name 
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these S seitdoen’s Ads 


In the layout entitled, “For Precious Little Feet,” 
the word “precious” can be made to sparkle by the 
use of apostrophes over and under the word, and one 
gets the full meaning of the line easier and quicker. 
A little ingenuity means a whole lot in the manner in 
which the type is set. Many times this is all that is 
necessary to set one’s advertising off from everybody 
else’s in the same paper. Many times a merchant will 
succeed in making a reputation for his store on just 
this basis. 

For the copy in this advertisement layout the follow- 
ing is suggested: 

“For Precious Little Feet—The soft caress of finely 
made footwear and leather that is as soft as the baby’s 
skin. In the shoes shown there has been put, in addi- 
tion to beauty, all the skill of master designers. That 
is important to mothers who are careful not to make 
a single error in caring for their child’s future. 

“We want you to feel that you may safely bring up 
your youngster in our shoes.” 

Then there is the advertisement layout entitled, 


“The Youngsters’ Feet Grow Strong Naturally in Our 


See MiE sHuz! 



























































Your Name 


Address 





Sometimes the freakish advertismeent gets de- 

served attention. In this case, the suggested head- 

line is spelled as the child itself may well have 

spelled it. The arrangement of the type and the 

positioning of the shoes themselves go still farther 

an suggesting that the whole ad has been prepared 
by a rather precocious child 


The copy for this would be as follows: “Like 
This is the style 


Shoes.” 
cherubs’ feet—so pink and fragile. 
for your baby. 

“A safe bumper between the hard floor and those 
little dimpled soles. For the first step—to make it a 
right one at a time when the slightest wrong influence 
will do harm. For the little man whose feet have de- 
veloped nicely in the shoes shown below. The same 
careful attention to fitting is necessary at all ages. 
Therefore we bring this style to your attention. 

“And when Sonny begins to look out on the great 
world—give him footwear that he can be proud of. 





Daintiness 


RUGGEDNESS 
stylishness 


Must be cleverly combined 
in Childrens Shoes 































































































Your Name Here 


Address 














When children begin to walk, the problem of foot- 
wear durability presents itself. With it is coupled 
the question of appearance. Both these are cov- 
ered in the three line heading of this simple adver- 
tisement built entirely of type rules and shoe cuts, 
either line or halftone. The vertical rules at the 
left serve to set off the shoes which should have 
type descriptions with price beneath them or in the 
main body of the ad 


Like father’s—liked by Sonny. In sturdiest materials 
cleverly fashioned.” 

This copy is arranged in the advertisement in the 
form of “steps.” The lower text is for the soft soles 
and would be set in 6-point—the next larger would be 
in 8-point—the next would be in 10-point—and the 
shoe for boys would be described in 12-point, thus you 
would advance up the scale both in the size of shoe 

[TURN TO PAGE 90, PLEASE] 
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— Adult Style Infants’ Shoes 


Rhinestone Ornaments; Two-Tone Effects; Rich Fabrics 


White washable 
kid; embroidered 
rosettes on vamp 


Dresden design 
on soft sole shoe 
of cream challis 


Cut-out design of 
white smoked elk 
with buckle 


OUCHES of adult style appear now in infants’ shoes. Tiny 

rhinestone ornaments, embroidery, and bows, sparkle on 

shoes of kid, or glistening fabric. There are two-toned 
leather effects; shoes of moire silk in one straps and center 
straps, in addition to the popular ties. All of these fashions have 
been borrowed from the grown-ups’ shoe wardrobe, made diminu- 
tive, and applied to the styling of shoes for wear from birth to 
that day when “hard” soles are donned; and baby starts on its 
first long ramble about the house. 

There are, also, more extreme novelties for the little tot. For 
instance, shoes of white linen, with fancifully embroidered vamps 
of flowers; or real fillet overlay on pink or blue satin shoes, with 
appliques of rosebuds; or shoes of brightly figured cream colored 
challis. There are bootees of softest eiderdown, with turn- 
over cuffs as swagger as the newest of the low boot types re- 
cently introduced to the women’s trade. And there are equally 
comfortable, soft, suede-like, bootees with vamps in the shape 
of animals’ heads, and eyes that wiggle to amuse the kiddies. 

Crepe de chine shoes, little white satin shoes, val lace, and 
pearl beaded trimmed; shoes in silk crepe, fur-trimmed for the 
carriage, are among the new things which the very small and 
extremely stylishly shod infants have chosen for their tiny feet. 


Another smoked 

elk shoe, this one 

with ventilated 
vamp 


First step shoe of 
smoked elk with 
contrasting vamp 


White moire soft 

sole with rhine- 

stone ornament in 
bow 


White wool bootee 
with white ribbed 
silk cuff 


Wiggly eyed car- 

riage boot of 

champagne sheep- 
skin 
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Noew Notes ix Misses’ Shoes 


Colorful Costumes for Juveniles Bring } ‘ogue of Footwear 


Ornaments and Contrasting Leathers 


OSTUME harmony and the correct garb for the 

occasion have now become as important a factor in 

the little girls’ and misses’ fields as they are in 
those of the debutante and her mother. 

Never were children’s ensembles so colorful and at- 
tractive as they will be for the coming season and for 
next Spring as well. Deft touches transform simple 
little dresses into artistic creations and shoes follow 
in the path which they have made. 

On footwear, 
therefore, there is 
noted an increasing 
use of buckle and 
button ornaments; 
also a decided trend, 
in the dressier 
types, away from 
the all-over color or 
leather and toward 
harmonious con- 
trasts of leathers 
and colors. 


Tan calf one-strap with 

bronze button ornament and 

quarter trimming suggestive 

of the aeroplane line in wo- 
men’s shoes 


Here comes the ox- 
ford tie type, this 
one in tent with 
embossed apron of 
dull black leather. 
Note the stitched 
panel on the quarter 


Patent combines well with embossed black kid and 
calf. Tan and black calf each combine with reptilian 
effects of the same color. Even suedes are seen in 
limited quantities. 

The shoes shown on this page will be found in the 
volume class. They are accepted styles which, plus the 
ever-present oxford, both plain and blucher, will be 
found to be extremely popular throughout the Winter 
and well into the Spring. When warm weather comes 
will be seen a re- , 
vival of lighter col- 
ors; and whites, 
plain or trimmed 
with checked kid on 
toe caps and straps, 
will appear to create 
extra pair sales. 

And all this styl- 
ing has been accom- 
plished without sac- 
rifice of the fitting 
value of the last. 


Another one-strap, also in 

tan calf, showing a combina- 

tion of smooth leather with 

simulated reptile in the same 
shade 


Center buckles imi- 
tate closely those 
found on adult style 
footwear. Triangu- 
lar cut-outs and 
quarter stitching 
give a new line 


F 





A double-deck welt blucher 
in medium tan Scotch grain 
with punched and pinked toe 
cap and perforated design on 
shank and quarter 


The new modified English 
custom last for boys with 
fleur de lys perforated pat- 
tern on the toe. This shoe is 
of dark tan ~ with flanged 


A very collegiate oxford with 

reversed welt effect with saw 

tooth edges in two colors. 

This shoe also carries the 
flanged heel 


The plainer and more formal 

shoe in black calf, on the 

English last with a minimum 

of decoration. Designed as 

an extra pair proposition to 

be sold with the more col- 
legiate types 


BOOT AND SHOE RECORDER October 6, 1928 
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| If You Want the Story On Boys’ Styles, Look 
at the Men’s Lines First—Real Golf 
Shoes Next Spring 


Nhows 


of men’s shoes has its duplicate in the smaller sizes built for 

boys and youths. And even in lasts, there is a trend in the same 

direction, as the modified English custom toe, now making headway in 

men’s lines, has its counterpart in shoes for boys even younger than those 
of high school age. 

Volume business, however, will be done this fall and winter and even 

next spring on the wider toes which are derived from the balloon toes 


of two or three years ago. 


0A4 st men’ every pattern seen this season in the well-styled lines 


Zz RICKY welt treatments are the outstanding features in doggy shoes 
for boys this season, and there are almost as many varieties as there 
were last winter in men’s lines. Striped welts of two colors, welt effects 
cut with zig-zag lines and the well-known reversed welt effect are with 

us this year in shoes for the boy who wants to look like his elders. 
Unlike the trend in men’s shoes, however, merchants have bought much 

more heavily of colors than of blacks for their boys’ trade. 
No change in lasts is anticipated next spring, but the 
heavy welt effects, of course, will disappear and, inci- 
eamee there will appear at the same time an 
unusually heavy demand for sports 
shoes—even for two-tone golf shoes 
such as the men wear. 
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The new Modern Miss department in the Thayer McNeil store 
has a maroon floor covering which harmonizes with orange 
* drapery, silver cartons and mauve woodwork 


Selling the Modern Miss 


O meet the rapidly 
growing demand 
for a young ladies’ shoe 
department, featuring medium 
height heels from 8/8 to 12/8, 

and in sizes 24% to 9 (“The Teen 
Age’’), the Thayer McNeil Co. of Boston 
has installed a section to meet the de- 
mands of the “Modern Miss.” Prices range from $8 
to $12. The styles are as snappy as those for the 
mothers. The customer may choose suede with lizard 
or snake trims; or suedes and patent leathers; or alli- 
gators; or a full range of evening, or of school, shoes. 
Straps predominate. 

The new Thayer McNeil shop for “The Teen Age” is 
modernistic in design. It is entered from the children’s 
department through a reception hall, richly carpeted 
and with mirrored and paneled walls. The shop itself 
is 60 ft. long by 16 ft. wide. It is carpeted with an 
English velvet rug in a maroon shade, with design in 
futuristic effect to match the futuristic pattern of the 
French figured voile curtains. The luxurious over- 
drapes are in orange velour, the curtains being cleverly 
adjusted with cords and fantastically fringed tassels. 
The orange over-drapes are looped back with dull silver 
ornaments, which exactly match the cartons, arranged 
block fashion, eleven rows high. The woodwork of the 
store and reception hall is tinted in mauve. 

.Above the curtained windows and taking the place 
of the customary valances is a neatly tiled “canopy” in 
tiny white squares, defined with light green lines and 
extending to the depth of about one foot from the ceil- 
ing to the top of the orange velour draperies. 

Over the top of the shelving and forming a delightful 
color scheme with the maroon-colored rug, is a yellow, 
marbleized border, extending to the depth of several feet 
from the ceiling. This same border effect is carried out 


Special Department for the Girl in Her 


Teens Brings Sales Increase to 
Boston Shoe Store 


over the shelving. The 

woodwork is painted in 
a delicate mauve, and sets 
off to good advantage the mir- 
rored doors equipped with sil- 

ver knobs. 

Eighteen chairs of cherry luster 
leather upholstery—the framework of 
the chairs in ebony with silver ornamentation; and 
the hexagon-shaped fitting stools in maroon, black and 
silver, with orange flower applique, are harmonious 
complements of the maroon carpet, silver-looped, orange 
velour draperies. 

Three modernistic display stands in black and silver 
are interspersed, cabinet fashion, among the row of 
chairs. All stock is within easy reach of the sales- 
people; the radiators rise only a few inches above the 
floor and are painted in a silver gray to match the sil- 
ver tones in the other equipment of the section. No 
store ladders nor ledges are used, thus giving more fit- 
ting space. Doors concealing stock have long mirrors. 

And thus is created one of the most attractive “junior 
misses’ departments in the country. Thayer McNeil 
Co. has gone into this venture in a distinctive manner, 
after about eleven years of concentration, in an espe- 
cially fitted children’s department, on the feet of all of 
the younger generation—from babies to growing girls 
—because business in shoes for ‘The Modern Miss’ has 
outgrown the juvenile department,” says Buyer Henry 
H. Dahl, who, since 1921, has been catering to the foot- 
wear wants of the kiddies on the third floor of the up- 
town Thayer McNeil Co.’s store. The former children’s 
department has been refurbished to keep pace with the 
“Teen Age Salon,” and the children’s hosiery section, 
which is just around the corner from the new modern- 
istic “Junior Modern” shoe department, has been re- 
decorated and enlarged. 
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Ninety per cent 
glass, over half 
of which is 
etched, forms ken 
this two-story | 

facade te 
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eMODERNISTIC?—cA bsolutely! 


ees ed — Silver, 


Polished Maple, Give New 


Vise Shop a Daring Note 


F you are going modernistic you might as well go 
the whole way. Apparently this was the thought 
in the minds the executives of the Wise Shoe or- 

ganization when they delegated the architects to build 
on Fifth Avenue the latest link in the Wise $6.00 chain. 
The facade of the store, extending two stories up, con- 
sists of 90 per cent glass, a large part of which is etched 
in modernistic design. Inside, the liberal use of etched 
glass, stepped ceiling, silvered, with ground glass lights, 
fluted woodwork of polished maple, chairs also of maple, 
upholstered in black and white Rodier fabric, and a 
floor of red and gray in geometric design are but a few 
of the many details which have been carried out in 
extreme modernistic style. The effect is breath-taking 
and daring in the extreme. The only conventional parts 
of a shoe store that have been retained are the stock 
shelves, fitting stools and floor mirrors. Even these 
have been treated in the modernistic manner, however. 

Perhaps one of the most unique features of the store 
is the lighting system. The floor of the shoe windows 
are of semi-opaque glass through which light can be 


thrown upward. These lights change color every 15 
minutes. Colored lights also are used inside the store, 
all of the semi-direet type concealed within frosted or 
etched glass. Around the wall of the inner store is a 
frieze, modernistic in treatment, ae the various 
stages of shoe manufacture. . 


E form of the entrance and show windows also is 
carried out in the modernistic manner, being zig- 
zagged. The windows have sharp angles so that certain 
parts of them jut out into the entrance and give the 
“lookers” a chance to view the shoes from two sides. 
The base of the windows outside is of dark marble, 
highly polished. 

The additional selling space on the second floor is a 
bit more conventional than that of the first floor, but 
the modernistic type of lighting and decoration is ad- 
hered to as well. 

Ceiling and side wall treatment within the store is 
largely of silver leaf, which, however, under the glow of 
amber lights appears to be gold. ; 
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The foyer, with ho- 
siery department at 
the left and elevators 
to second floor at the 
right, showing the 
liberal use of glass 
and maple wood 


The view below is that 
of the main selling 
floor. Note the mod- 
ernistic chairs, the 
fluted maple wood- 
work and the strik- 
ing design in the 


floor 
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Brightening Up the 
Arm Fixtures 


AMILTON, ONT.—It is some 

time since I have met a man 
who gets so much downright enjoy- 
ment out of selling men’s shoes in a 
family shoe store as does Robert 
Wilson of the Wilson Shoe Store. 
Just figure that when one can get 
away with an average of nearly 1000 
pairs of men’s shoes a month retail- 
ing from $7 to $9 in a city of 125,000 
population, he has a creditable busi- 
ness built up. 

Two things gave me an insight 
into the building process. One was 
a scrap book, in which literally hun- 
dreds of advertisements were pasted. 
These ads were all the same size, 
about three-inch double column. 
They always appeared in the same 
position, the lower outside corner of 
the sporting page. None of them ran 
over 20 words, including the store 
signature. But they were bright and 
snappy. To prove it, here are a flock 
of his wise cracks taken at random, 
with the store name left off: 


“Dividends” 


Something we all want, and what 
you get in Batchelder shoes 


See Your Doctor 


He will order Batchelder shoes at 
once 


Shoes and Shirts 


One you must have, the other you 
can’t do without 


Daylight Savings 
Gives our men an extra hour to wear 
those comfortable Batchelder shoes 


Tramp, Tramp, Tramp 
You can do it in Batchelder shoes 


The name Batchelder, by the way, 
is copyrighted in both Canada and 
the United States. 

The second method Mr. Wilson 
uses is direct mail. He sees to it 
that everything sent out is printed 
on the best coated stock and illus- 
trated with the best cuts he can get 
hold of. The past season he sold a 
thousand pairs of golf shoes. 

In different ways he got a list of 
all the golfers within the trading 
radius of Hamilton. Each one re- 
ceived and read his folder, for it is 


a safe bet that there wasn’t one of 


them chucked into the waste basket. 
This is the way he worked it. He 
first got some paper the exact size 
and color of a National telegraph 
blank, copying the regular telegram’s 
printed matter as nearly as possible. 

“Expect me tomorrow. Wilson,” 
was the cryptic message mailed to 





A Couple of Live Ones 


Detroit, Mich.—Betty and Budd 
are entertaining their friends in 
the window of the Emerson Shoe 
Store on Michigan Avenue. Even 
if they had much rather be in 
Lake Okeechobee, their present 
mission in life is to call attention 
to shoes made of alligator leather, 
for Betty and Budd are a couple 
of lively Florida ’gators. Giving 
them names was a clever touch 
which appealed to the passing 
throng. 














the entire list. The next day each 
one received the previously men- 
tioned folder. Printed in red ink on 
the outside of the envelope was this 
message: “You have been expecting 
me. I am from Wilson’s.” 

One humorous incident relative to 
the telegrams—one was sent to a 
man who happened to be in Wash- 
ington, D. C., on business. His sec- 
retary took it to be a sure-enough 
message, so relayed it to him. The 
man, who did not happen to be a cus- 
tomer of the store, took it in good 
part after the store paid the neces- 
sary forwarding charges. 


* * * 


Selling With Premiums 


OCKLAND, MASS.—W. J. Bur- 
rell, proprietor of Burrell & 
Delroy, retail shoe merchants of this 
town, reports that his business has 
been much increased by the use of 
sales stimulators to children—such 
as carts and other toys—when vari- 
ous amounts of merchandise have 
been purchased. A card with various 
named amounts (from 10 cents to 
$1) with coupon attachment is 
used. The customer keeps the main 
part of the card, the coupon with the 
name of the customer being kept in 
the merchant’s files. This form of 
retail advertising is designated on 
the card as “The Customer’s Profit- 
Sharing Premium Plan. Open to 
Everybody.” The card reads: 
“Have your friends help you to 
earn a valuable premium. Tell them 
to call for your card.” In addition to 
premiums for children, there are 
gifts for men and women. 
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One New Pair Every 
Twenty-two Years 


ACKSON, ILL.—This from 
Charles L. Mathis, of. Mathis, 
Kamm & Shibe: 

“The unexpected frequently hap- 
pens in a shoe store. ‘Fer instance’ 
(as Mr. Dooley says), a lady came 
into our store the other day and, 
handing me a package wrapped in 
newspaper, said: ‘I would like to 
have a pair of shoes just like that 
one or the nearest you have to it.’ 

“The customer was a stranger, but 
some of the earmarks of the shoe 
suggested that it might belong to 
some of the family of the Ancient 
Mariner. As the identification mark 
was entirely clear, we looked up its 
record and found, as an obituary 
would say, that it was aged 22 years, 
2 months and 25 days, for we had 
sold the shoe on June 11, 1906—with 
every possibility that it had been in 
constant use since that date. The 
shoe had been tapped and then, in 
the course of time, the tap had been 
repaired. 

“The shoe was a kid bal turn made 
by Obear of Lynn; we paid for it 
$1.17% and had the temerity to sell 
it for $1.50 (instead of $1.48). If 
any of Obear’s grandchildren are in 
the manufacturing game they should 
have a timely warning. We sold her 
a kid bal McKay for $2.50, and this 
places us in a peculiar position. Sup- 
pose that in 8 or 10 years the cus- 
tomer should return with the com- 
plaint that this pair did not give as 
good service as the former pair; 
would we be duty bound to allow a 
dollar or two or should we ask an 
additional 30 or 40 dollars on the 
other pair? We like to be prepared 
for an emergency and are open for 
suggestions. In this transaction the 
customer asked for a heavier sole, as 
the ‘thicker sole usually wears bet- 
ter.’ If anyone can truthfully tell a 
bigger one, please stand up.” 

*% * * 


Concentration Pays 


OSTON, MASS.—That it pays 

to carry few lines is well illus- 
trated by Robert Graham, proprietor 
of the old-established Graham Shoe 
Store. For several years this store 
carried three lines of men’s golf 
shoes, selling perhaps an average of 
a pair a week. Since carrying only 
one line, and that one line a stock 
proposition, the sales are averaging 
nearly two pairs a day. With only 
one line on the shelves, that line is 
being stocked right, from small to 
large sizes and narrow to wide 
widths. The investment represents 
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Here’s a Christmas O. P.1. 











Waiting for their shoes on Christmas morning. Children gather- 
ing in front of Pollock’s Shoe Store, Asheville, N. C. 


HRIST- 
MAS comes 
but once a year 
and L. H. Pol- 
lock, owner of 
the Asheville, N. 
C., store which 
bears his name, 
takes advantage 
of this phenom- 
enon to do a lot 
of good and 
make a lot of 
friends. For the 
last 14 years he has presented needy 
children with shoes—not just handed 
out to them hit or miss, but well 
chosen and carefully fitted by his 
own salesmen in his own store. 
Realizing, however, the danger in 
making his own selection of children 
because of his inability to investi- 





L. H. Pollock 


gate the worthiness of each appli- 
cant, he has enlisted the aid of civic, 
fraternal, religious and charitable 
organizations of the city. To these 
and to certain individuals he sends 
each year just before Christmas a 
number of tickets, each ticket en- 
titling the bearer to one pair of good 
new shoes. The organizations to 
which these tickets are sent select 
the children whom they believe are 
worthy of this charity, give each 
child a ticket, and tell them to be at 
the store Christmas morning. 

The distribution is limited to 100 
pairs—not a half bad way of cele- 
brating Christmas, and not half bad 
advertising. 

In addition to the store in Ashe- 
ville, there are also Pollock stores in 
Greenville, S. C., and Palm Beach, 
Fla. 








fewer dollars, yet a more complete 
stock than under the old way. 
Nearly every customer is shown golf 
shoes, even if only a small percent- 
age buys. 


* * * 


How to Sell Shoe Trees 


ETROIT, MICH.—A good sales 

talk on selling shoe trees is used 

by L. R. Vickey of the Nunn-Bush 

store. The secret of it is that the 

customer thinks he is making a dis- 

covery and there is nothing of the 
“forced method” used. 

“After the new shoes are decided 

upon,” Vickey says, “while casually 

sitting in front of the customer, pick 





up the old shoe and run the hand 
inside. Then ask if the shoes are 
comfortable after they have been 
left in the closet for a few days. 
About this time the advisability of 
placing a pair of trees in the old 
shoes will develop. If all is well, I 
then make the suggestion that the 
trees will keep the innersole smooth 
if, when placed in the shoes, the 
shoes are not kept in an upright po- 
sition. This unusual statement 
arouses the interest and I then ex- 
plain that air moves in circular 
waves, so that a shoe laid on its side 
will dry much more quickly than one 
left standing up. This gets them 86 
per cent of the time.” 
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elling to Men at the 
Country Fair 


Brockton Fair Definitely Links Up with Men’s 
Dress-up Campaign and Talks Style to 
Many Thousands. of People 


S busy as the Brockton shoe center has been 

oA for the last two months, manufacturers paused 

this week to let the world know through the 

Brockton Fair Style Show that the smart and new in 

Fall and Winter footwear, and particularly in men’s 

lines, is the handicraft of workmen in the Old Colony 
district. 

Although manufacturers of men’s shoes in the past 
have been exhibitors at the style show, for the first time 
in the history of the show this year the members of 
the Brockton Shoe Manufacturers’ Association went in 
as a body and backed it to the limit. Previous shows 
have had only women’s models. This show had both 
men’s and women’s, and, wherever possible, both men 
and women were on the runway at the same time, 
parading in couples, both garbed to fit the occasion 
which they represented. 

All told, about 200,000 people attended the fair, 
which opened Oct. 1 and closed Oct. 6. So the com- 
mittee in charge of the style show not only had a shot 
at many thousands of consumers, but also had the op- 
portunity of passing them along to another feature of 
the big exhibit in the Educational 
Building. 

Here a large booth, reserved by 
the National Shoe Retailers’ Adver- 

‘tising Fund, which is putting on 
the campaign to increase the sale 
of men’s shoes, contained a show 
all in itself. This was presided 
over by Ernest A. Burrill, and ad- 
dresses at about 7:30 each evening 
on correct garb for men were illus- << 
trated by living men models, cor- -=~ 
rectly and incorrectly garbed. 1 


Wherever possible both men and 
women paraded the runway together 
at the Brockton Fair Style Show— 
both correctly garbed for the occasion 
which they represented 



















The style show this year was put on under the gen- 
eral managership of George M. Rand, of Tolman Print, 
Inc., with Miss Mollie Hurley directing the show and 
J. W. Horton, of the George E. Keith Co., assisting 
Mr. Rand and helping in the selection and costuming 
of men models. 

As in past years, there was a children’s hour every 
afternoon from 4 to 5, modeling being interspersed 
with song and dance acts. Child models, as well as 
the adults in the evening, promenaded a runway on 
which they entered through a replica of the doorway 
in an old Colonial mansion flanked by stately pillars. 
Scenic effects were devised and installed under the 
direction of L. D. Morse, of the W. L. Douglas Shoe Co. 
, Among the shoe manufacturer exhibitors were M. N. 
Arnold Shoe Co., Brockton Cooperative Boot & Shoe 
Co., Brockton Shoe Manufacturing Co., Conrad Shoe 
Co., Churchill & Alden Co., Craig, Reed & Emerson Co., 
Diamond Shoe Co., W. L. Douglas Co., Doyle Shoe Co., 
C. A. Eaton Co., Emerson Shoe Co., Field & Flint Co., 
Field Bros. Shoe Co., Inc., A. Freedman & .Sons, Inc., 
Hurley Shoe Co, George E. Keith Co., C. E. Lynch Mfg. 
Co, M. A. Packard Co., Regal Shoe 
jh Co., Bion F. Reynolds Co., Richards & 
ag: Brennan, Schwartz, Ruggles, Inc., 
Stacy, Adams Co., Stetson Shoe Co., 
E. E. Taylor Corp., Thompson Bros. 
Shoe Co., Union Shoe Co., Watson 
Shoe Co., Inc., and E. T. Wright & 
Co., Ine. 

Exhibitors from the leather and ac- 
cessories fields were the Barbour 
Welting Co., Amalgamated Leather 
Co., O. A. Miller Treeing Machine Co., 
Ohio Leather Co., United Shoe Ma- 
chinery Corp., The Vulcan Co., Avon 
Sole Co., Hamilton-Wade Co., the West 
End Thread Co., and M. B. Claff & 
Sons, Inc. 
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HUG-TITE~tThe Health Shoe for Women 
“It’s the HUG-TITE that Keeps the Feet RIGHT” 


Jerry 


8443—-Black patent chrome, 
French corded, square toe, 
+ spike heel, leather top- 
lift. 


8771—Black patent chrome, 
beautiful triangular cut-outs, 
13/8 covered Cuban heel, 
leather top-lift. 


Marion 


8752—Black patent chrome, 
delicately .cut-out, four tear- 
drop eyelets, 14/8 leather mili- 
tary heel, rubber top lift. 











H®S5 are just a few of our many beautiful HUG- 
TITE patterns for Fall, and always carried in 
stock. A wide variety of striking creations women 
simply can't resist, and the comfort and durable 
features bring them back to your store for more. A 
high quality McKay sewed shoe made in a complete 
range of sizes and widths. Write for a copy of our 
Fall catalog which illustrates the full line of 
HUG.-TITE patterns and a complete line of shoes for 
the entire family. 

















8614—Black patent chrome, gorgeous cut-outs, 
13/8 covered Cuban Heel, leather top-lift. 


. . -$4.00 


A to 


8613—-Same pattern in a combination patent 
and black kid vamp with patent tip and quarter. 
ee 


Ritzie 


8432—-Black patent chrome, 
French corded, square toe, 
14/8 covered Cuban heel, 
leather top-lift 


AA to C . $3.35 
8433—19/8 Spike heel 

AA to C > .. . $3.35 
8431—-11/8 covered heel 

A to C€ $3.35 


Patsie 


8451—-Black patent chrome, 
square toe, pointed tongue, 
14/8 hexagon covered Cuban 
heel, leather top-lift 


i Ci Cans $3.85 
8452—Black calf 
A to C $3.85 


{venue 


8782—Black patent chrome, 
creased vamp, 14/8 leather 
military heel, rubber top-lift. 


A to D Leo .. $38.38 


8781—Black calf 
A to D : 


8784—Golden-brown kid. 
A to D. . .. $3.35 


THE CHARLES MEIS SHOE COMPANY 


CINCINNATI, OHIO 


Manufacturers and Wholesalers 


1878—50th Year in Business—1928 
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td e bui De ia inal she’ll 
never » wear anything else. 


mee HER THE “Foor SA VER PERFECT FIT, 
~~ and she’ll talk Foot Savers whenever 


she talks Shoes. 


AND Foor $4 VER MAGAZINE ADVERTISING, 
re month in the year, will help you. 


1& Kokenge Co. 


426 Bask: Ath Street, Cincinnati, Ohio 


Men ‘’ Foot Savers Ree Roniniatononite Shoe & Leather Co., Whitman, Mass. 
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centration Plan. 


CanrRarn, SHmor 


st.Lous, MANUFACTURERS 
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TODIEM of 


“TOO MANY LINES” too much for YOU? 


ONCENTRATION on a single, well-balanced line of shoes is the only proven successful way for independ- 
ent retailers to hold their own with the chain stores and mail order houses. You will find all the shoes 

you need to carry on a profitable shoe business in the all-inclusive Central Line, getting in return for your con- 
centration special services that assure bigger sales volume, greater profits and advice that insures against failure. 
If the problem of “too many lines” is too much for you, write for full particulars about Central’s great Con- 
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*, 


TT TTT 

















Co. 


"1, S.A. 


Over 200 retailers have found success with this plan 





Peteeeeees 




















W. A. MENKE, Personal 

Central Shoe Co. 

St. Louis, Mo. 

Please send me full details about Central’s Great Concentra- 
tion Plan for retail merchants who are tired of losing sales 
and profits due to too many lines. 


BE SE a obs 6.05 00-5 00-665 KG eNS eh 00 ed 0095000864 00460-0 
TTT TT er Ter ToT TTT er 
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OKseepin pace 


with fine shoes + « 


—quarter linings of soft, velvet- 
smooth Kemisuede — MODERN 
—now replace unsatisfactory split 
leather—just as modern materials, 
modern workmanship and mod- 
ern methods are used in place of 
the boar’s bristle, the waxed end 
and the wood peg. 


/ 


KMUEDYEIS UIE IDE 


THE IDEAL QUARTER LINING 
St nevet ch afed a tlo ching! 












- + and customers identify ‘jme 


Kemisuede, the ideal and revolutionary quarter lining, is 
being built into thousands and thousands and thousands of 
men’s, women’s and children’s shoes because it— 


. cuts without waste 





4 . . permits skilled 
craftsmanship 








. wears longer 





. is easily workable 





. is non-staining 





. is non-chafing 











quarter linings by 


“WEES U 
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From New York to San Francisco, tens of thousands of 
salesmen are telling hundreds of thousands of customers 
about this soft, glove-smooth quarter lining that “never 
chafed a stocking.” 


SHOE PRODUCTS DIVISION 
The Setberling Rubber Company, Akron, Ohio 
KEMISUEDE QUARTER LININGS 
BEARFOOT SOLES 
SEIBERLING HEELS 














Oohe measure that fips + « 
. + the sale-scales 


Fine materials and bench-work may go into inner sole, welt, 


outer sole, heel and counter, but if the quarter lining is infe- 
rior in appearance your customer hesitates—the sale hangs 
in the balance. 

But present a shoe lined with soft, smooth Kemisuede, and 
note how quickly the scales—and the sale—tip customer-ward. 


3 a i AS | . y Y 


THE IDEAL QUARTER LINING 
St neveé chafed a stocking! 
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Made from Rueping's 
Kin Kin Veal Side 
Color 32 Cork and 
trimmed with No. 70 
Thrush 


for EF A. Kuhnertr Shoes 
RUEPINGS Ici IGN 


F, A. Kuhnert Shoe Corporation choose Rueping’s KIN KIN 


for their footwear because the superior tannage assures greater 


An attractive style 
from the line of the 
F. A. Kuhnert Shoe 
Corp., Rochester, N. Y. 














customer satisfaction. 


The soft mellowness of KIN KIN means comfort and foot ease 
... the high quality of the raw material used assures long wear 
and fine fitting quality. 


Specify KIN KIN for children’s and sport footwear. 








The Fred Rueping. Leather Co. 


FOND DU LAC, WISCONSIN 


porn CHICAGO CINCINNATI MILWAUKEE ROCHESTER SAN FRAne co 
MONT N +] 


ST. LOUIS NEW_ YORK NORTHAMPTON, B 


PARIS, FRANCE = MILAN, ITALY FRANKFURT, GERMANY 


RUEPING LEATHERS 
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Turn Sho P?ect 








AULT-WILLIAMSON f 
& Auburn, Maine cet. 


“A Foot of Comfort Means [| d 


> 

> 

>’ 

> 

> 

, 

; NATIONALLY 
| SEASONAL STYLES 
> 

> — 
’ No. 184. Black Kid. 13/8 heel. A, B, C, D.. $3.25 
’ No. 63. Giece Bee 1/8 bee. BC 0, B...cc i... ences 3.25 
¢ Me. i162. Binck Bi. 13/0 bel. A, B,C, DD, G...........5. 2.75 
$ No. 513. Black Kid. 13/8 heel. AA, A, B, C, D, E.......... 2.75 
’ No. 161. Black Kid. 13/8 heel. A, B, C, D...... . 3.85 
¢ No. 159. Black Kid. 14/8 heel. AA, A, B, C, D, E...... . 3.85 
> Me. ~:-73.  Binee Bee 22/6 Boek: B GS Dy Bk... ci etc 2.85 
’ No. 74. Black Kid. 12/8 heel. B, C, D, E................. 2.85 
¢ No. 611. Black Kid. 10/8 heel. B, C, D, BE, EE............. 3.65 
. No. 201. Black Kid. ee ee eS | eee 5.83 
’ No. 101. Black Kid Boudoir. 7/8 heel. B, C, D, E........ 1.85 
; No. 104. a ea ee lining. 11/8 wood covered 

»4 eel. — Fe emerges pghieame tes ok 5 vdltace +f 2.85 
’ No. 165. Black Kid. 14/8 heel. A, B, C, D....... — 
’ No. 1001. Black Kid. 14/8 wood covered heel. A, B, C, D.... 4.00 
»4 No. 957. Patent. 14/8 wood coveted heel. A, B, C, D........ 4.00 
’ No. 914. Patent. 14/8 heel. AA, A, B, C, D, E............ 3.25 
’ No. 386. Black Kid. 9/8 heel. B, C, D, E, EE............ 2.20 
‘ No. 416. Black Kid. 13/8 heel. B, C, D, E................. 3.25 
’ No. 200. Black Kid. 9/8 heel. B, C, D, E, EE.............. 3.15 
’ No. 637. Black Kid. 10/8 heel. B, C, D, E, EE............ 3.60 
> 

> 

> 

> 

, 

> 

, 

> 

4 

> 
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COMFORT 


ADVERTISED 


NOW IN STOCK 


Retail selling from now to December 31 will determine the success 
or failure of most shoe stores. 

Turnover is never so vital to the merchant as in these few weeks. 
The inventory figures for his next annual statement will be of 
supreme importance to him. 

The intelligent use of the Constant Comfort In-Stock service dur- 
ing this period will give him rapid turnover and fine profit—and 
his inventory on December 31 will be 100% on every pair of Con- 
stant Comfort Shoes. 

The twenty numbers here shown are of sound, standard Constant 
Comfort quality in every respect—Evans’ plump Ruby Kid, heavy 
soles—absolutely rigid-steel shank, arch supporting—matchless in 
their grade. 

Why not PUSH such a line as this—Constant Comfort is the 
most famous name in the comfort-and-style shoe world—and thus 
; make money with full inventory protection? 

4 Catalog of 100 Constant Comfort In-Stock numbers on request. 
Nearly 100% of all orders shipped within 24 hours. 


» Sho pectalists 


N SHOE COMPANY 


St. Louis, Mo. pect 
_ Miles of Happiness” 
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NOW The New, Improve 


READY 
October Cards 


(Three Colors) 


with snappy sales 
messages. 


Single Show Cards 


(Three Colors) 


75 Exh 


Postage prepaid 
Immediate delivery 
Select any of these subjects by number 


Women’s Men’s 
No. 1—Suedes. No. 10—Shoes Mark the 


No. 2—New Pumps. Man. 
No. 3—Reptiles. No. 11—Full toe last. 
No. 4—Strap Effects. P 
. Children’s 
General No. 12—School and Dress. 


No. 5—Arch-Fit Shoes. : 
No. 6—Fitting. ‘. Hosiery 
No. 7—If not in the win- | No. 13—Consult us. 


Snappy Galoshes 
No. 14—Tailored Models. 


a. « 
No. 8—Selected Leathers. 
No. 9—Vote yes. 

















Art Card Holder 
Base (above) 


Comes in either Gold or Silver trim 
—mottled finish, felt lined bottom. 
Store name in panel, if you wish. 
Very tasty and attractive. You'll 
be proud of them alongside your 
finest window fixtures. 


Art Card Frame 


(left) 


Either gold or silver trim—mottled 
finish. Store initials at top if de- 
sired. Carries a 7” x 11” card. 
Matches the fineness of your win- 
dow fixtures. 


: A 


A J 


Printed 
Price Tickets 
Artistic Pasteboards — Any 
price wanted—25c. to $22.50. 
1 doz. of one price l5c. 
12 each of six prices 85c. 
6 doz. odd lot assortment $1.10 


Green Border—Black Figures 
(Actual size) 
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>d| Recorder Show Card Service 


—a practical business | 
builder for shoe merchants ¢ 


Name the three most progressive and successful retail 
stores in your community. 


In visualizing them what is it that your attention almost 
unconsciously focuses upon? The windows, of course. At- 
tractive, eye-compelling, these windows play a mighty role in 
building business. 





Service 8 cards (7”x11”), 

Do Your Windows Say, Punchy—Novel—Artistic No. 1 ise tet, 
“Come In”? The new, improved Recorder Show 34°00 monthly ($48.00 the year). 

Effective window trimming is an art. Card Service is incomparable. Capable Service 10 carga (7°x11"), 
shoe merchandisers put into it their best No. 1-B oe Staak Petece 


Most merchants, lacking special training, 
have window trims that are only mediocre 
in their ability to produce business. Not 
so the shoe merchant who subscribes to 
the new, improved Recorder Show Card 
Service. With this remarkable sales aid 
at his disposal it becomes a simple matter 
for him to dress his windows so they are 
fairly alive—smart, attractive trims that 
extend a hearty invitation to “Come in 


thought. Every feature, every 


have never been able to do before! 


: ‘ Mail the Coupon 
Show Cards with a Personality In the panel are brief descrip- 


The new, improved Recorder Show tions of the several Services we 
Card Service is built upon the premise are now in position to offer you. 
that only those show cards are worth 
while that emphasize the outstanding 
desirability of the merchandise featured. 
The selling messages are sound, terse a 
and punchy; the art work is timely, artis- P@Y for the one month's show- 
tic; color schemes are harmonious and ing at the low yearly rate. Fair 
striking. Each month’s cards are different enough, you'll agree. Mail the 
from the month before. coupon today! 


Select the one you wish. Try it 
for a month. Then if you are 
not entirely satisfied, you simply 





Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


iny 
-50. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


1.10 








sales Tickets. 
message, every drawing fits squarely into 
the general scheme of building a service . 
that truly builds business for the shoe Service frames. 
merchant. A golden opportunity for you Tickets. 

to capitalize on your windows as you 


fC 


Select the 
Service You Wish— 


Then Mail Coupon 


$5.00 monthly ($60.00 the year). 


4 cards. 2 Art 
JUNIOR Card Holders, or 


50 Blank Price 
$2.25 monthly ($27.00 the year). 


Printed Price Tickets 


12 each of any six, priced 50c. 
per month if wanted with any 
annual card service. 








and buy.” Try the Service for 30 Days— ~. ———_, wiv s 


Pesceeoeeoaeeeooeuseasoesoessoosoesesee 


COUPON 


BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, IIl. 

Please enter our order for the Recorder “Selling 
Messages" card service No. — for one 
year, consisting of - cards each month, 
and 2 art card holders, with the first month's 
service, beginning with cards for September, for 
which we will pay $— per year, payable 














$ per month. 

For cash in advance full year’s service, 10% 
discount. 

We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 


We prefer :—Card holders, or frames (gold) (silver). 
Place following initials on frames (not more than 
PP ocnc0v0ss Store name on card holders......... 
§00560000006000000066600000000086 (letter plainly) 
Printed Price Tickets:— 


$-——- $——- $—- $ 
(Any price: 15c. per dozen) 





— $— $— $— 


Store name .. eRe ee ee ee ae ee 


PE cc wratviverenasetieddscedbentaetsanesadé 


(Sept. 29th issue) 
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OUR COLLECTION IS REALLY 

DIFFERENT. Diane 
made in Austria 

STRAIGHT SOLES AND name ig 


MOULDED SOLES. PRICE 
RANGES FOR EVERY GRADE. 


WHEN 


Py anal The Carreau 


See this line before you buy for 1929. 
It will pay you! 


GIO CY IMPORTED WOVEN SANDALS 


American Lasts—American Sizes 


* - 
d EXCLUSIVE FINE WEAVES 
aviddeaqu } FROM FRANCE AND 








IN NEW YORK BE SURE TO VISIT ROOM or estes 
538, MARBRIDGE BLDG. BSS Soar =e 


E. BAN DLER & CO. Office: Dept. B, 1440 Winaliai New York City 


Showrooms for Imports: 538 Marbridge Bldg., 47 W. 34th St., New York City 
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Do You Fit 
’°em? 


Today Fir is the most 
important factor in shoe 
retailing. saan 











You can’t properly fit your 
trade with one width any 











YOU MUST CARRY 
WIDTHS and 
THAT IS WHERE THE 





more than with one size. 


LILLIAN 








l ENNA JETTICK | 
Health Shoe } : i | 














FITS INTO THE PICTURE 
with 71 styles in stock— 
carried from AAAA to 
EEE—priced to retail at 
$5 and $6. DOROTHY 











GLADYS 




















DUNN & McCARTHY, Inc., AUBURN, N. Y. 
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1926 


1927 


and 


Now! 


OND footwear has definitely been 

accepted by leading shoe merchants 
everywhere. Four thousand pairs a day 
of ultra-modish shoes are made to fill 
the requirements of this representative 
group. 
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But—progress goes on, and now BOND an.- 
nounces— 


THE BONDWAY 
SPECIAL PROCESS 


now being used in the manufacture of our : 
shoes. / 








Floor space has been increased.—Shoemakers 


have been added. 


New merchandising policies have been formu- 
lated. The by-word is progress. 


Widespread interest has already been aroused 
among those who have examined the new 
“BONDWAY” product. It is recognized as a 
vast improvement and a real contribution to the 
art of modern shoe manufacture, in 
producing footwear of remarkable 
lightness, smartness and flexibility. 




















The 


|  BONDWAY «4 
PROCESS 








THE BONDWAY process 


a 
BOND SHOE COMPANY 


General Offices and Salesrooms 


132 DUANE ST., NEW YORK 


Factories: LYNN, MASS. 


Sales Offices: 
NEW YORK YW PHILADELPHIA WY PITTSBURGH W BALTIMORE W DETROIT 
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( ip Heat 
Suede\_ Shoe} 


Cleaners 






















Needed by every shoe merchant 
who spells SERVICE to his 
trade with CAPITALS 


You would not operate an automobile without 








Whittemore’s Gold and Silver Dress- oil to keep it in good condition. With similar 
ing for Kid and Brocade shoes can be ~ Thi 

recommended for maintaining — the regard for your interests, recommend Whitte- 
beauty of such footwear. It will be more’s Superior Suede Shoe Cleaners to your 
to your advantage to have them on . F* 

hand for the demand sure to be felt customers, that they may keep their suede shoes 
this Fall and Winter. in good condition. These cleaners remove 








dirt, restore color and keep the leather mellow. 





Pr, rons TEN COLORS CAN BE HAD IN “CHIC LIQUID 
Whitte #/ SUEDE DRESSING” AND “STICK CLEANER” 


more: 
x NES Mode Beige, Mocha Bisque, Spanish 
4 > Wt? Brown, Grége, Marron Glacé, Trotteur 
: “2 Tan, Java Brown, Gun Metal, Navy Blue, 
Black. 





N.B. Chic Liquid Suede Dressing is made by a new 
formula and is SUPERIOR to all ordinary liquid 
dressings. - 


Retail prices are at popular levels and pay you well. 


Order Through Your Jobber. 











WHITTEMORE BROS. 


MAKERS OF SUPERIOR SHOE POLISH NEARLY A CENTURY 
BOSTON, MASS. 
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News of the Shoe Travelers 


DWARD J. MEUSHAM, who cov- 
ers New York City, eastern New 
York State, northern New Jersey, and 
western Connecticut, for the Emerson 
Shoe Co., reports an excellent business 
for fall. 
WOODBINE, 
* special _rep- 
resentative for 
Thomas D. Mackey 
Co., Inc., of Brook- 
lyn, N. Y., reports 
one of the best fall 
seasons for many 
years. Mr. Wood- 
bine has an exten- 
sive acquaintance 
with shoe buyers 
in the Middle 
West and the 
East, and is rec- 
ognized by them 
as a good style “picker.” Although he 
talks women’s fashionable shoes, he 
also believes that the shoe salesman 
should be a careful dresser, and so 
Chester always sees to it that he is 
correctly attired from top to toe “for 
the occasion.” 


Chester Woodbine 


HE Ault-Shackford Shoe Co., Au- 

burn, Me., which was recently or- 
ganized to manufacture a line of 
women’s welts to retail from $5 to $6, 
has engaged the following staff of 
traveling salesmen, who will shortly 
have the complete line in their respec- 
tive territories: Clark G. True, C. A. 
Gleason, Andrew P. Murphy, James 
H. Renton, James T. Carroll, Edward 
S. Murray, J. L. Ghio, Gordon Mc- 
Daniel, David Shelton, R. T. Bowman, 
O. L. Rappleye, P. R. Howard, J. H. 
Newell, Henry Deidesheimer, Gould F. 
Dyer, W. G. Kropp, Al. F. Wiegand, 
D. J. Cameron, Cyrus V. Carney. 


pPAavut McCARTHY, who formerly 
covered the Middle West for Flor- 
sheim Shoe Co., and more recently affil- 
iated with one of the trade publica- 
tions of Boston, is now sales promotion 
manager of the Charles A. Schieren 
Co., 727 Atlantic Ave., Boston, makers 
of Duxbak soles. Mr. McCarthy is 
planning an extensive trip to the big 
cities of the country calling on the re- 
tail shoe merchants, acquainting them 
with the Duxbak sole, and assisting 
them in selling shoes with these soles. 


‘TRE F. M. Hoyt Shoe Co.’s sales- 
force report a good business with 
in-stock lines. They state that business 
so far this season has exceeded that of 
past seasons. This is the line-up of 
the salesmen and the territories being 
covered by them: LEastern section: 


Edited by HELEN M. HANEY 


Frank Oberfield, Clinton. Hitz, Joseph 
Hitz, Nat Berg, Chas. Oberfield, J. H. 
Glidden, J. Gordon Lee, E. G. Krug: 
southern section: W. O. Dabney, J. R. 
Lester, H. H. Crawford, F. W. Evans, 
W. W. Ford, B. L. Hopper, Milton 
Ikard, Morris Oberfield, B. M. Stivers, 
J. M. Byron; central section: R. T. 
Anderson, Joseph Harris, W. A. Hein, 
C. E. Verberg, H. O. Warren; western 
section: E. J. Casper. 


ORMAN CANTY, well known to 

the Middle Western trade, through 

his five years’ affiliation with Selz, 

Schwab & Co., in Illinois, Indiana, Wis- 

consin and Minnesota, now represents 

the Marion Shoe Co. of Marion, Ind., in 
Chicago territory and Wisconsin. 





A SPORTS SHOE TALK 


Salesmen Help Move Shoes From 
the Shelves as Well as Onto the 
Shelves 


By Ed A. Haan, Selz, Schwab € Co., 
style and in-stock merchandising man 


I—All indications point to an 
increasing sale of sport shoes. 
Don’t neglect quality sport foot- 
wear in planning your purchases 
for spring and summer, 1929. 
II—When you have bought 
your sport shoe stock, give it lib- 
eral window and newspaper dis- 
play—and put behind it intelli- 
gent and enthusiastic salesman- 
ship. 
III—Because: 
1—The American public likes to 
play. 

2—The five-day week is becoming 
a rapidly growing feature of 
the working program of the 
highest-paid laborers, who 
want the best in sports foot- 
wear for their two whole 
days of pastime in the great 
outdoors. 
We cannot escape the sports 
atmosphere. It is here to 
stay. It has not only defi- 
nitely entered into the con- 
struction of automobiles and 
suits and hats, but of shoes. 

4—Sport devotees are daily in- 
creasing, and are to be found 
in all classes—from the man 
of wealth to the laborer; and 
the great white-collared class, 
in between—all of whom are 
willing to spend more money 
for quality sports shoes, if 
they are attractively told 
about these sport shoes. 











J. puted BAMBERGER, who rep- 
resents the Footwear Guild, Inc., 
reports that he recently made a week’s 
trip to New Hampshire and has been 
very successful in signing up the best 
merchants in cities visited. 


ACK KURTZ- 

MAN, who 
has represented 
the Brauer 
Brothers Shoe 
Co. for many 
years, on the 
Pacific Coast, 
has recently been 
appointed as the 
Far-Western 
representative of 
the Midvale Shoe 
Co. of St. Louis. — 
Jack has a large 
and loyal clien- 
tele among the retail merchants on the 
Pacific Coast. His many friends pre- 
dict that he will build up a good 
volume of business on this line of 
women’s specialty McKays and turns. 
Jack will make his headquarters at the 
Hotel Lankershim, Los Angeles. He 
also has a salesroom at 422 Pacific 
Building, San Francisco, Cal. 


H. STEUBEN is the latest ac- 
* quisition to the A. G. Walton 
Co. sales organization. Mr. Steuben 
was for 14 years with Huiskamp Bros. 
Co., Keokuk, Iowa, and traveled the 
Rocky Mountain States, with head- 
quarters at Denver. Mr. Steuben will 
cover, for his new connection, Ne- 
braska, Colorado, and other western 
States, with which he has long been 
familiar. A. G. Walton Co. recently 
opened a Chicago distributing house at 
305 West Monroe Street, to more effi- 
ciently serve the buyers of the Middle 
and western States. 


Jack Kurtzman 


MILTON MAIER of Buffalo, 
e N. Y., Charles J. Reichert of 
Rochester, N. Y., Walter M. Somers 
of Watertown, N. Y., C. W. Caulstone 
of Syracuse, N. Y., L. J. Howard of 
Amsterdam, N. Y., have been ap- 
pointed to serve the trade out of the 
new stock depot, which the Cambridge 
Rubber Company has recently opened 
at 302 West Jefferson Street, Syracuse, 
N. Y. . It is claimed that this new 
branch means a complete stock of the 
leading styles, including all numbers 
of “Raynboots,” “Raynshus,” rubber, 
and canvas footwear, will be in Syra- 
cuse at all times and that the mer- 
chants will have the merchandise in 
their stores 24 hours after ordering. 
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Eventually your customers 
will find shoe comfort. 
Why not give tt to them now? 


HY wait? You know what cus- 
tomers want—comfort, perfect re- 
laxation, along with style. 

But are you prepared to satisfy them? 
Do you carry in stock comfortable, foot- 
easy shoes equipped with Armstrong’s 
Cork Box Toes and Counters? When 
these comfort accessories are built-in, 
shoes flex with every movement of the 
foot. Gone are chafing and blisters, and 
gone is the dreaded breaking in of new 
shoes. 

When next you order shoes, specify 
them to be Armstrong-equipped. Fea- 
ture “comfort with style’—cork box toes 
and counters—for your customer's sake. 


ARMSTRONG CORK COMPANY 
Specialties Division Lancaster, Pa. 
Boston, Maas 5. -197 South St. St. Louis, Mo.204 S. Third St. 


Milwaukee. 
811 Majestic Bldg. Toronto 11 Brant St. 


Cincinnati, Ohio 
1017 Broadway Montreal....1061 McGill Bldg. 


= trongs Cork 
: loes and Counters - 
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DWARD J. RAFTER of Jellerson- 

Rafter Co., Norway, Me., is now 
on a western trip. He will visit De- 
troit, Chicago, St. Louis, Pittsburgh, 
New York, and other points. The Bos- 
ton sales office and sample room of this 
house is now at Room 518, Hotel Stat- 
ler Building, where they recently 
moved from their former location, 139 
Lincoln Street. Mr. Rafter reports 
that business is coming in splendidly 
with many orders ahead. Harry Carr 
of this firm travels New England; E. 
J. Sibbald covers New York, eastern 
Pennsylvania, and South, as far as 
Birmingham; George Armstrong, New 
York State; R. P. Jones, Michigan, 
northern Ohio, and northern Indiana; 
E. F. McCabe, Illinois, Iowa, Neb- 
raska, Kansas, Missouri, Arkansas, 
Oklahoma and Texas; Louis R. Prince, 
large cities on the Pacific Coast; C. S. 
Pierce, small towns on the Pacific 
Coast; Fred Timson, Florida, southern 
Georgia, Mobile and other far-southern 
points. 





HE first fall meeting of the Shoe 

Travelers Association of Chicago 
was enjoyed on a recent Saturday 
afternoon by twenty-five members 
and friends, following a luncheon at 
Hotel La Salle, President Solomon 
presiding. The guest of honor and 
principal speaker was Lieut. Mac- 
Donald, world war veteran, who de- 
scribed the efficient relief work being 
done by the U. S. Government Vet- 
erans’ Relief Bureau, with which he is 
actively identified. Mr. MacDonald 
invited the shoemen to cooperate with 
the bureau in seeking positions for the 
many World War Veterans in need of 
gainful occupation. A warm expres- 
sion of good work done for the Chicago 
association was elicited by Harry I. 
Strandhagen, vice-president and chair- 
man of the entertainment committee of 
the local organization. Mr. Strand- 
hagen recently removed to New York 
City, creating a vacancy in the commit- 
tee chairmanship, President Solomon 
appointed R. E. Elwell, Central west- 
ern representative for James A. Banis- 
ter & Co., to fill this vacancy. Several 
new members were accorded a cordial 
welcome and responded with short in- 
spiring talks. National Treasurer 
Dave Davis delivered an interesting 
discussion on the N. S. T. A. insurance 
benefits through membership in the 
Chicago local, or through membership 
in any of the other N. S. T. A. locals. 





EORGE GREGORY, stockholder 

and director of P. Sullivan Shoe 
Co., has been delayed a bit on his Paci- 
fic Coast trip, on account of a trouble- 
some carbuncle. Mr. Gregory left his 
eastern home in New Jersey on 
Sept. 9, but was obliged to give up 
the next day, and return to “my two 
doctors,” as Mr. Gregory terms them— 
his daughter, Marie Gregory, M. D.. 
and her M. D.-husband. Mr. Gregory 
says that while his neck required con- 
siderable “cutting up,” he is now get- 
ting along nicely and will be on the 
road again, and headed for the western- 
most Coast about Oct. 15. He says 
that he has come to the conclusion that 
a couple of doctors in one house is not 
a bad combination. 





Smile and give your system a joy 
ride.—H. Devarco in “Direct Reflece 


tions.” 
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J. R. Bates covers Alabama and Florida 

for the Snecial Shoe Co. of St. Louis. 

This is Mr. Bates’ third season with 

this concern. He has met with more 

than usual success and states that pros- 
pects for fall are excellent 





BANK D. MULLIN, who represents 
Lewis A. Crossett on the Pacific 
Coast and the Hawaiian Islands, 
made a visit to the North Abington, 
Mass., factory recently to line up his 
samples for the seasons just ahead. 
Mr. Mullin spent some time in Boston, 
where he visited the Boor AND SHOE 
RECORDER suite of offices at 80 Federal 
Street, Boston Chamber of Commerce 
Building, and also paid a call on the Na- 
tional secretary at his new headquar- 
ters in the Statler Hotel Building. Mr. 
Mullin is a well-known men’s shoe style 
authority. 





RUCE DICKMAN, Detroit salesman 

of R. H. Lane & Co., Inc., of To- 
ledo, factory distributors of shoes, felts 
and rubbers, writes that he had a good- 
ly number of customers down to see the 
R. H. Lane semi-annual display at the 
Book-Cadillac Hotel on Aug. 13 and 14. 
The showing was made from 9 a. m. 
until 10 p. m. each day. An attrac- 
tive invitation was sent out to the 
trade with the notation: “Our object 
of these displays is to acquaint you 
better with our complete line of shoes, 
the policy of the concern, and different 
members of our organization. . . . 
Therefore, no merchandise will be sold 
at this display, unless at your own re- 
quest. ... Come down and have a 
pleasant visit.” Cigars, music and 
punch were served. Although it was 
stated that no merchandise would be 
sold, the customers insisted on buying 
and sales ran to goodly proportions. 
Since this exposition, Mr. Dickman has 
been covering his trade and reports 
“booking nice orders every day.” He 
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further states: “Conditions in Detroit 
look very promising for the retail mer- 
chant in spite of election, or what not, 
due to the fact that the automobile fac- 
tories here are all running at high 
peaks in their production, the Ford 
factory alone employing over 100,000 
men and six months behind on filling 
their orders, a condition which did not 
exist a year ago.” 





E. OLDAKER has joined the 

¢ salesforce of the Old Dominion 
Shoe Manufacturing Corporation of 
Richmond, Va., and is now on his trip 
through the Southern States, calling on 
chain stores, department stores and big 
buyers for immediate business. Mr. 
Oldaker will handle the volume trade 
only, and will also assist T. D. Oster, 
vice-president and manager of the Old 
Dominion Shoe Manufacturing Co. in 
styling and merchandising shoes for 
the little folk. Old Dominion salesmen 
are also calling on the retail trade. 
Mr. Oster has been a shoemaker for 
many years and the new corporation 
is really a reorganization, with Rich- 
mond capital, located in a modernly 
equipped plant. Mr. Oldaker writes 
that as a member of Jacobs & Thatcher 
Co., Brooklyn, as far back as 1920, 
when he developed the Tru-Arch shoe 
for women, he had “an idea about the 
importance of real fitting qualities in 
children’s, misses’ and growing girls’ 
shoes that could be merchandised at a 
profit and at a retail price that those 
buyers with large families could afford 
to pay. After many tests as to lasts 
that would be both scientific, allowing 
for the natural and healthy develop- 
ment of the growing foot, as well as 
stylish,” contniued Mr. Oldaker, “I 
found what I was after, and also found 
a real shoemaker in Mr. Oster. This 
in brief is the story of my new affilia- 
tion.” 





OE SAXE of 4735 Drexel Boulevard, 

Chicago, who formerly for many 
years, represented Levie Shoe Manu- 
facturing Co., reports that after an 
illness of six months, he is now able 
to be up every day. He writes that 
his clothes are now much too large for 
him, but nevertheless, he was glad te 
get into them, and to get out again in 
the air. Joe says that he has lots to 
be thankful for—and one is—the fact 
that he is a shoe salesman. He would 
be pleased to hear from some of his 
old friends again, and sends many 
thanks to all of his well wishers. 











Here is Bruce Dickman showing the entire line of R. H. Lane & Co., 





at the recently held two days’ shoe exposition at the Book-Cadillac 
Hotel, Detroit. Although no orders were solicited, many buyers 


placed good sized orders 
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4 smart styles .... in genuine 
ALPINA REPTILE LEATHER 


The “Verdelle” B-848 


A very smart 3-eyelet oxford, popular 
right now. Made of genuine Aipina 
the Black Lizard with mat kid quarter and 
heel. Special process medium toe. To 
retail at $10.50. 


$610 


B-960—Genuine Dark 
Blue Lizard with kid 
quarter and heel to 
match. $6.25 
B-965—Genuine Plan- 
tation Brown Snake 
with kid quarter and 
heel to match. $6.25 


The “Maida” B-975 
Special Process Medium Toe 
The two smartest materials of 
season! Black Suede and Genuine Black 
Alpina Lizard combine to make this an 
exceptional retail value at $10.50. 





Sizes: AAA 5 to 8, AA 4% to &, 

A 4 to 8, B 3% to 8 and C 3 to &. 

Terms: Net 30 Days. Twenty-five cents 

additional for orders of less than 
three pairs. 





The “Osage” B-992 


Special Process 
Medium Toe 


Front strap pump- 

«genuine Alpina Brown 

Lizard with kid quar- 

ter to match. In Brown 

only. To retail at 
$ 


The “Luella” B-996 


Cut-out strap pump. * 
Special process medium rs oA 
toe. In genuine Alpina . a 
Brown Watersnake 
with Brown Kid Quar- 
ter. A retail value at 

10.50. 


Every week in this space, the Menihan Company will present to the merchants of America, 
four of the smartest styles of the week for immediate delivery. Here are the first four, study 


the styles and the value. 


Then send your order. 


mmeMENIHAN me mENMAN eli SE SHOW STYLE SHOW | 


for Immediate thane 


HE four numbers presented here are the outstanding stars 
of the Menihan line for fall. The reptile leather is genuine 
Alpina—of extraordinary beauty. The shoes are quality 
The styles are smartly of the moment. And the 

margin of profit is exceedingly handsome. 
These four numbers are carried in stock for immediate delivery. 


Order only what you need—three pairs or more. Fill in as you 
need more—from one of the largest in-stock departments of 
style shoes in the country. Order with confidence that they 
are exceptional values at their retail price. In fact, it is values 
like these—-Menihan values—that are booming the shoe de- 
partments of some of America’s largest and most progressive 


department stores. - 
IMMEDIATE SHIPMENT 


Write—or wire—your order today! 


THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, NEW YORK 
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Brown Suede Holds First Place 
in Shoe Demand in Detroit 


Blacks for Men Outselling 
Tans by Wide Margin, 
Merchants Report 


DETROIT, MICH:—Brown suede has 
taken complete possession of the 
women’s shoe market in the Detroit 
district, according to the leading 
shops. R. H. Fyfe & Company are 
devoting much window space to 
browns and particularly to brown 
suedes and are showing various 
shades of brown hose to match, the 
briskest business being done on Ar- 
gali, French beige, sun tan and wal- 
nut. The fourth-floor shop is fea- 
turing a large line of browns, and in 
the fall announcement in the news- 
papers were pictured nine distinct 
models in brown suede and brown 
suede trims alone, ranging in price 
from $13.50 to $18.50. 


Browns likewise have the call at the 
McBride Shop, with brown sucde well 
in the fore of the materials. Patent 
leathers are moving briskly, also, with 
blue suedes placed third in rank of de- 
mand. The fall business has just be- 
gun, due to the recent cool weather, 
and sales during September were break- 
ing even with last season, Mr. McBride 
states. 

Brown suedes and blue suedes, brown 
kids and combinations with brown 
suede and blue suede predominating 
are all doing well in the shops of A. E. 
Burns & Co., according to Mr. McGee, 
manager of the main store. These 
types are selling equally well in pump 
and oxford tie effects, Mr. McGee finds. 
Fall business is getting well under way 
and the sales volume during the first 
three weeks of September was approxi- 
mately 12 per cent better than for the 
some period of last year. 

Despite the fact that the experience 
of Detroit footwear retailers has been 
that of merchants in all parts of the 
country as regards the vogue for 
browns and particularly for brown 
suedes and brown suede combinations, 
the condition in reference to men’s 
lines here is distinctly different from 
that in most other cities, the mer- 
chants find. Whereas other cities re- 
port tans running 50 per cent to 60 per 
cent of the total volume, in this city 
there has been a decided decline in the 
demand for tans since late in August, 











Five Pairs at $117.50 


CINCINNATI, OHIO. — Viola 
Dana, famous movie star, did 
some’ fall shopping in this fair 
city recently. She seemed to find 
just what she wanted in the way 
of shoes at Pogue’s, as she left 
that store with five pairs of one- 
straps that totaled $117.50. Miss 
Dana purchased one pair each of 
black patent, brown kid, Java 
lizard, lizard and kid combina- 
tions and brocaded kid evening 
slippers. Heel heights ranged 
from 16/8 to 20/8. 











with blacks of all kinds running much 
more strongly than the tans. 

With the coming of the cool weather 
this tendency was much more pro- 
nounced than before, with the result 
that many,local merchants found them- 
selves with a comparatively large stock 
of tans in various leathers on hand, all 
of them moving very slowly. One of 
the larger retailers, A. E. Burns & 
Co., put on a sales contest among the 
salesmen, offering prizes to the men 
who sold the largest quota of tans. 
Despite the contest blacks are going 
head and shoulders over the tans. The 
grains, particularly Scotch grain, are 
the most popular of the leathers this 
fall. Young men’s models are running 
to the broad toe quite extensively, most 
dealers find. 

In the women’s lines, few merchants 
have been obliged to carry over ap- 
preciable stocks of summer goods of 
any description, due to the aggressive- 
ness of the late summer and early fall 
clearance sales, most of which covered 
a period of from two to four weeks this 
year. Very few whites are being 
stored away, although the carry-over 
stock of straws and other novelty foot- 
wear is slightly heavier. 


Take Over Shoe Dep'’t. 


JACKSON, MicH.—Levy & Eichhorn 
have taken over the shoe department 
of The Style Shop. This department 
was formerly operated by the Wohl 
Shoe Co. The new proprietors are 
handling only the better grade shoes, 
including the Matrix line. A. F. Hert- 
ler is manager. 





Colored Leathers Cutting 
Into Sales of Blacks 


St. Louis, Mo.—Brown as a color is 
dominating the fall season. This state- 
ment is a relief after the much an- 
nounced fact that black, which referred 
almost solely to patent, was leading the 
style procession. Colors have taken a 
wallop at black, with stores placing 
blue next to brown and ahead of black. 
Blacks have slipped due to patent 
leather having a setback, but black 
suede and black kid are striving gal- 
lantly to hold the prestige of the som- 
bre color. Both of these materials are 
popular. . 

A group of stores, perhaps as smart- 
ly operated as any in this section of 
the country, gave the RECORDER these 
comparative figures which in them- 
selves tell an interesting story. A year 
ago, in August, patent leather was 45 
per cent of the total sales. During 
August, 1928, it was only 30 per cent. 
Figures for September now available 
show an even greater decrease in the 
demand for patent. 

The answer is the demand for colors. 
Last September, in the same group of 
stores, colors were demanded only to 
the extent of 19 per cent. This year 
they are scoring heavily with 39 per 
cent. 


Association Formed by 


Cincinnati Merchants 


CINCINNATI, OHIO—An organization 
consisting of local retail shoe mer- 
chants with Kent Kernon as its head 
was recently formed here. The pur- 
pose of the organization is to meet and 
talk over shoe problems. The first 
meeting was held Sept. 24 and it was 
decided that regular meetings would be 
held the last Monday night of each 
month. 


New Paul Branch 


BEAUMONT, TEx. (UTPS)—The Paul 
Shoe Stores of Dallas will open a 
branch house here in a few days, it is 
announced by J. F. Goodhue, who is 
remodeling a large building owned by 
him for the new shoe shop. Arthur 
Voekel of Dallas will inaugurate the 
store here. 


New Shoe Stores 


Fashion Shoe Shop, Fresno, Cal. 

The Vogue Boot Shop, 116 West Main 
Street, Oklahoma City, Okla. 

George’s Shoe Store, 304 Moody 
Street, Waltham, Mass. 

Bishop Shoe Co.,_ Inc., 
Avenue, Vandegrift, Pa. 


142 Grant 
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“Miss Barret” “Miss Nelda” 


Seven Stock Styles 


that can be profitably 
Retailed at popular prices 


Style B-4032—Black Satin One We Recommend these 


p. Cut out quarter. $ Style B-4034— ck § 
last. 14/8 34.75 Latest Creations for strap Pump. ge an 
. ° oge ay on quarter. Patent vamp collar. 
Fall and Winter Retailing. Medium toe last. 17/8 deslle examand 


Louis H $5.25 


“Miss Barret” , F 


Sherwood Shoes 


give 


Lasting Satisfaction 


Style B-4030—Black Patent One 

Strap Pump. Medium toe last. 44 

Patent covered Heel $5. 
out quarter. 
17/8 


Style B-4003—Black Patent Gore 

Pump. Attractive Metal Ornament. F Style B-4031—Ebony Black Kid 
Round toe last. 14/8 covered Cuban Gore Pump. Medium toe last. 14/8 
Heel $5.25 Leather Cuban Heel $4. 








Midi” 


Size run for Styles Size run for Styles 
Nos. 4030-4033-4003- Nos. 4031-4032 
4034-4035 . 
AAA 5-9 
AAA 5-8 AA 444-9 
AA 444-8 A 4-9 
A 4-8 B 314-9 
B 344-8 C 3-9 
C 3-8 D 344-9 
Style B-4035—Black Suede Gore 


Pump. Patent collar. Medium toe 
last. 14/8 Suede covered Cuban 
Heel $5.25 


SHERWOOD 


ROCHESTER NEW YORK 
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Sterling Shoe Co. Opens 
Unique Store in Providence 


PROVIDENCE, R. I. (UTPS) — With 
the opening of the new Sterling Shoe 
Store in this city, the city was given a 
very unique and original store and es- 
pecially a most unusual store front. 
I. P. Pearlman, proprietor and man- 
ager, states that steps have been taken 
to prevent its being copied. This en- 
trance is made up of five large domes 
suspended from the store top. These 
are made of genuine bronze, a new note 
in such furnishings. Two domes are 
on either side of the entrance with one 
in the center. 

Around the base of the store front 
is a piece of imported Italian marble 
set in between the ordinary black fin- 
ishings. Unique this is, because it is 
set in and not merely placed, as usual. 

Windows are built in what might be 
called units, allowing, as Mr. Pearlman 
explains, the display of merchandise 
from every department. Sports shoes 
could be shown in one window with 
another close by showing evening wear 
and presenting a good appearance. 
These unit displays allow them to show 
different departments as such—chil- 
drens’, womens’, men’s—plus their hos- 
iery departments. 

Mirrors are placed on the rear walls 
of the display window space, these mir- 
rors being encased in real hand-carved 
walnut. 

On opening day a $2 pair of hose 
was given to each woman purchasing 
a pair of shoes in that department. 

The evening previous to opening day 
was featured by a concert given at the 
store and broadcast by a local radio 
station. The affair was somewhat of an 
old-fashioned “house warming” and an- 
nounced the opening of the new store 
to hundreds of Rhode Island _ people. 
A good-sized advertisement in the local 
newspapers furthered the affair and 
their first day was a banner one. Mr. 
Pearlman states they kept no exact 
check-up on the number of people who 
visited the store but that it was a 
much larger number than they had ex- 

cted. 

The new store is adjacent to the one 
the company has been occupying and is 
in the new Loew Theater Building. 
Mr. Pearlman states that when the 
theater opens, which is expected to be 
very soon, they will launch a more 
formal opening in conjunction with the 
theater opening. 


Wohl Dep’t Moved 


BATTLE CREEK, MicH.—The Wohl 
shoe department which was formerly 
located on the second floor of the Schro- 
der Department Store, has been moved 
to the street floor of the B. S. Chapin 
Co. store. P. J. McGuire is continuing 
in charge. 


New Nettleton Shop 


Sr. Paut, Minn. (UTPS)—Nettleton 
Shops, Inc., have leased store space in 
the Rogers Building at 345— Robert 
Street, which will be ready this week. 
The store is now on Robert near Sev- 
enth Street. A. C. Knapton is in charge, 
He has had several years’ experience 
with this line of shoes. 








Better Grades Sell 
Freely in Detroit 


Detroit, Mich.—In general, the 
retail shoe business in downtown 
Detroit is very satisfactory. O. 
D. Strayer, shoe buyer for the B. 
Siegel Co., expresses the thought 
of most merchants when he says, 
“It is very gratifying the way 
the people are calling for the bet- 
ter grade shoes. There seems to 
be practically no quibbling over 
prices. Fine merchandise retail- 
ing from $20 to $50 is selling 15 
per cent better in pairs than last 
season. People in Detroit have 
money and are spending it, as 
conditions here have steadily im- 
proved since last spring. A store 
wide check up shows that people 
are not only buying better shoes 
but better clothes of all kinds.” 











New York Shoe Men Hear 
Value of Organization 


New York, N. Y.—The value of or- 
ganization and what it can accomplish 
was revealed at the first of the autumn 
meetings of the Shoe Merchants Coun- 
cil, the local shoe retailers organiza- 
tion, held at the Advertising Club of 
New York. A luncheon preceded the 
meeting, at which John Holden, presi- 
dent, presided. The principal speaker 
was Captain William J. Pedrick, vice- 
president and general manager of the 
Fifth Avenue Association, who briefly 
sketched the growth of that organiza- 
tion and recited a few of its outstand- 
ing accomplishments, which, he as- 
serted, could not have been gained had 
it not been for organization and co- 
operation among the Fifth Avenue mer- 
chants. He advised the shoe merchants 
to attain closer cooperation to the end 
that great things be accomplished. 

John Slater and Jesse Adler gave a 
report on the New York State conven- 
tion in Syracuse, which both attended. 


Nisley in Pittsburgh 


CoLumBus, OHIO (UTPS)—The Nis- 
ney Co. of Columbus operating a chain 
of 43 retail stores throughout the Mid- 
dle West and South has opened its 
second Pittsburgh store at 533 Liberty 
Avenue which is managed by L. P. 


Appleman. Mr. Appleman was man- 
ager of the Nisley store in East Lib- 
erty, Ohio, for the past three years. 
The store room has been fitted up in 
modern fashion. The Nisley Co. is a 
subsidiary of the G. Edwin Smith Shoe 
Co., which operates factories in Co- 
lumbus and Newark, Ohio. 


New Douglas Lease 


Fort WortH, Tex. (UTPS)—The W. 
L. Douglas Shoe Company has leased 
a store 46 by 95 feet at 608-10 Main 
Street and is remodeling it for the es- 
tablishment of a new store here, ac- 
cording to H. W. Aspin, manager. Mr. 
Aspin said several thousand dollars will 
be spent in arranging the store for 
proper display of shoes and convenience 
of customers. 





Hammersmith’s New 
Houston Shop Opened 


Houston, Tex. (UTPS)—Hammer- 
smith’s new ultra modern home at 719 
Main Street, is now open to the public, 
having been moved to this location from 
303 Main Street. 


This new shop, built specially for 
Hammersmith Brothers, was completed 
at a cost of fifty thousand dollars. A 
circle ceiling with three artglass sky- 
lights is just one of the added features 
to the store that gives a perfect light- 
ing condition for proper display facili- 
ties. A battery of six display cases 
specially designed extends down the 
center of the floor space, giving an ef- 
fective display of shoes, novelties and 
accessories for those that are browsing 
through the store or for those that are 
being fitted. 


Thirty walnut paneled booths have 
been installed in the new store, while 
a cast bronze light has been installed 
over the end of each booth for light 
and added effect. 

A special orchestra was present at 
the store for the formal opening, while 
souvenirs were distributed. 

Hammersmith Brothers is a pioneer 
retail shoe firm in Houston, and in fact, 
it is one of the pioneer firms of Texas. 
The new store is only a testimonial to 
the confidence and public trust that has 
been established with a strong clientele 
throughout the past years of business. 

Officials of the firm are: W. P. Ham- 
mersmith, president; J. P. Hammer- 
smith, vice-president, and Harris Ham- 
mersmith, secretary. 


Filene Opens New 
$3.95 and $4.95 Store 


Boston, Mass.—Saturday, Sept. 29, 
marked the first week of Filene’s new 
$3.95 and $4.95 women’s shoe store at 
its temporary quarters in the old Will- 
son’s Shoe Shop stand, adjoining the 
main store. The week closed with a 
business which warranted the very defi- 
nite idea on the part of the manage- 
ment that there is a big demand here 
for good shoes at these prices. The 
shoe store, which consists of a main 
street floor and basement, is part of 
the new Filene merchandising unit, de- 
voted to the selling of shoes, hosiery, 
dresses, coats and hats at prices just 
below the lowest regular prices in 
Filene’s main store, but at prices higher 
than the bargain basement. This new 
unit now extends the House of Filene 
to include the entire block at Wash- 
ington, Summer, and Hawley and 
Franklin Streets. The temporary ad- 
dition is operated by the personnel of 
the Filene main store, including charge 
accounts and free deliveries. A. W. 
Fish, women’s shoe buyer, is in charge; 
Mr. Fish is assisted by L. S. Novo- 
groski. The new store carries the 
styleful shoes of good quality in a wide 
range of sizes. One of the recent sen- 
sations was an alligator tie and a one- 
strap, with high or lower heels at $4.95. 
Messrs. Fish and Novogroski devote a 
large portion of each week to visiting 
the markets, buying a large volume of 
wanted merchandise. 
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APPROVED BY MEDICAL MEN 
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VENTILATIONS 
PATENTED 


As a sturdy sup- 
port for the "ankles 
pl pep | children 
- a fully ven- 
tilate shoe, the 
i Ventilated 
Foot Developer is 
unexcelled. ell 
known surgeons 
recommend its use. 


Make your stock 
of children’s shoes 
complete by send- 
ing your order today. 

Phone Brockton 2133 for im- 
mediate action. 


BURKLEY SHOE CO. 
No. Main Street Brockton, Mass. 
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HOTEL MAJESTIC 


CENTRAL PARK WEST 
72nd STREET 


Situated in New York’s finest residential dis- 
trict, facing beautiful Central Park. Only 5 
minutes from the smart shops, theatres, rail- 
road terminals. 


Service and Cuisine of Traditional Fame 


The Majestic has always been the residence of 
many distinguished visitors to this continent. 


i Room & Bath - $350 per, day 
» 
L 


and up 
Special weekly, monthly, seasonal 
H It 








































and yearly rates iil 
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DK —Boost Your Business — Give 
° het SHOEMAN Away a Distinctive Souvenir 
Women Insist “There was an old woman who lived in a shoe”—every- 
body knows and loves the old nursery rhyme. That’s 
on Greeley Boudoirs after why this clever colored cardboard shoe, filled with deli- 
wearing their first pair of cious candy characters, delights the children and brings 
these standard, comfortable their mothers flocking into your store for a pair of 
house slippers. In black or shoes. 
— with leather or colored Let us send you a trial order of 100 
eel. Mother Goose packages for $6.75, ex- 
IN press prepaid east of Rockies. Prices on 
Y ae l , larger quantities on request. 
our jobber will supply é : 
STOCK —or write us disect. The Cincinnati Candy Company 
36 Pair Cases 12th and Sycamore Sts. 
Cincinnati, Ohio 
7 A. W. GREELEY 
rr 12 Duncan St. - - - Haverhill, Mass. Be 
ey 
efor OS 
New York 


is not an expensive city when its visitors sensibly 
select the Martinique as their hotel. The rates start at 


$2.50 Per Day 


and all service as well as restaurant prices | are con- 
sistent with Martinique y. For g 


Comfort and Convenience 


Visit the Martinique on your next New York trip— 
learn how to live right at the right price and enjoy 
“the best without extravagance.” 


A. E. SINGLETON, Mgr. 


Hotel MARTINIQUE 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STS., NEW YORK CITY 


AOI 
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THE FAMOUS 
HENRY LILLY CO.’S 
AUCTIONS OF 


SHOES and RUBBERS 


ARE HELD EVERY 
WEDNESDAY and FRIDAY 
AT 110 DUANE STREET 


HENRY LILLY CO. 


110 DUANE STREET NEW YORK 
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ae this 
little fellow 


Mowe X- 


He’s a regular he-boy—pictured daily in the comic- 











sections to the delight of millions—men, women and 


children. 


They know Skeezix—and when you advertise and 
show Skeezix Footwear for Children they instantly 
think of it as he-boy and she-girl footwear—practical, 
pretty and good enough for any child in any home. 
Everywhere Skeezix Shoes are being accepted as old 
friends, and like old friends—they “‘stand by.” 


The Shoe illustrated is one of many we carry in stock. 





CCZ/X 
fe(.{ OUTCROWN BEFORE OUTWORN te 
We are giving customers of 


Skeezix Shoes a lot of valuable 
help in putting this line on the 
home-town map. If you will 
write us for the details, we’ll 


gladly tell you the whole story. 
GJ 3153—Hubsehmans Color No. 14 Brown Calf with 


Brown Lizard Trim. Channelled and Finished Oak 


Bend Soles. Heel as shown 11%/2 run. Spring Rub- 
ber Heel on 8%/11 run. 
GJ 365—Chrome Patent with Black Stroller Trim. bg 


Otherwise as above. Ss 
GJ 1063—Black Smooth Calf with Black Lizard Trim. uccessors to 


Otherwise as above W. A. WITHERS SHOE Co. 


IN STOCK 


W/2 BCD wide sae ELIZABETHTOWN, PA. 


SPORT OXFORD 








Why Feature 
SINBAC Helthy-Fut 
Shoes ? 


use 


a 


—SINBAC Helthy-Fut Shoes are 


“boon companions” to thou- 
sands of growing feet. 


—they’re foot insurance in the 
sense that they permit the 
youngsters’ feet to grow as 
nature intended they should. 


—while special attention is given 
to assure superb fitting qual- 
ities, we have not overlooked 


the importance of durability. 


‘Style, too, has its “inning.” In 
fact, we’re rather proud of the 
bright, snappy patterns featured 
in this season’s line. 


Shall we send you the current 
issue of our catalog, SELLING 
SHOES? Drop us a note and 
we'll be glad to-do so. Make 


your selections from its pages. 


SINBAC 


211-13-15 W. Monroe St., Chicago 
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VC MERCHANDISE Dre 
MODERNIS PAYER. 








New Line for Shoe Store Windows 


Ask for Book No. 11D—Use your Stationery 


Tar Oscar OxnEn Ne. 61 W. 4th Se. 


CINCINNATI, O. 














nd 





Illinois College class listex ing to lecture 


STUDY CHIROPODY 


Graduate Chiropodists Earn 
From $5,000 to $15,000 a Year 
No profession has attracted shoe men and women more than 
has Chiropody. Today many of the world’s leading Chiropodists 
are former shoe people who have followed up their valuable ex- 
perience at the fitting stool with a course in Chiropody. Today 
they are earning from $5,000 to $15,000 aryear. 

The world needs Chiropodists. The opportunities are unlimited. 
In the United States there are about 162,000 physicians, about 
82,000 dentists, but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody 
in America equips you for practice. 15th year. You are ready to 
enter with four years high school or equivalent. Largest foot 
clinic in world—over 16,000 foot cases handled annually, large 
faculty physicians, surgeons, chiropodists—study in Chicago— 
you can earn while you learn. Write for catalog. No obligation. 


-====MAIL THIS COUPON TODAY-- = - = 
ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: Please send me, postage prepaid, latest catalog and 1 
information relative to Chiropody and your school. 


Na me 
Street and Number 
City. 
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' THERE 
| IS A 

















MILLER 

SHOE 

| TREE 

’ FOR 

> EVERY 

GRADE 
OF 

3 SHOE 











Have you a sufficiently wide variety of 
Miller Shoe Trees NOW to sell in com- 


bination? 





If you have—sales and profits will fol- 
low as a matter of course. 





























O. A. MILLER TREEING MACHINE COMPANY 


BROCKTON, MASS. 











| 
| 
| 








| 
| 
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WHERE TO BUY 
Men’s Shoes 








Tue 


cS 





() M.A. PACKARD. Makers (P) 
<\ 


BOSTONIANS 
eienenidaan anal & LEATHER Co. 
WHITMAN, MASS. 




















NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 


























60 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ee] 
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MADE EXCLUSIVELY BY THE 


























“HIGHEST GRADE ONLY” 
EAST WEYMOUTH. MASS. U.S.A. 


Shoe e Moarket News 


In The Boor anp SHOE RECORDER 





NATIONAL NEWS 


SATURDAY, OCTOBER 6, 1928 


EVERY WEEK 





Spring Buying 
Well Under Way 
In Middle West 


Factories Will Be Busy on 
Winter Shoes Until Time 
to Start Next Run 


CINCINNATI, OHIC —Many merchants 
visited the local shoe market in Sep- 
tember to place orders for their fall 
requirements. Some of these did not 
place orders early in the season and 
others bought just enough to start the 
season off and are now buying as the 
shoes are needed. These orders, with 
those booked early for October deliv- 
ery, are keeping factories humming. 

Territory salesmen started out with 
the new line the first week of Septem- 
ber and quite a bit of spring business 
is being booked. One manufacturer 
stated that fall and winter orders 
would keep his plant running until 
time to start on spring orders, thereby 
eliminating an in-between period. 

Manufacturers report an increasing 
demand for reptilian footwéar and - 
some cases these shoes are not to 
delivered before Oct. 15 or Nov. 1. 
This is proof that merchants expect 
reptile leathers to be very popular a 
little later in the season. Suede con- 
tinues to be bought in black, brown, 
blue and green and kid in brown and 
blue. Black patent was not bought so 
heavily earlier when merchants were 
clamoring for something new, but the 
patent demand is very active at pres- 
ent. There is a conservative demand 
for velvet, silk crepe and plain and bro- 
caded satin. 


Regal Plant on Full Time 


WHITMAN, MAss.—Still rushing at a 
capacity which has exceeded its high- 
est mark since it has been in business, 
the Regal Shoe Co. now is engaged in 
locating additional machinery in its 
plant further to increase its output. 
Many new operatives are being added 
daily to keep up with orders. At the 
present time the concern is putting out 
3600 pairs of shoes per day. The plant 
is operating on full time, and just as 
soon as the additional machinery is in- 
stalled it is expected thai production 
will be tuned to 4000 pairs a day. 





Moves Sampleroom 


Boston, Mass.—Churchill & Alden 
Co: has moved its sample and sales- 
room here from its former location at 
183 Essex Street, to 78 Lincoln Street. 





To Increase Production 


PORTSMOUTH, OHIO (UTPS)—Offic- 
ials of the Selby Shoe Co. of Ports- 
mouth announce that additional equip- 
ment will be installed in the Ironton 
plant of the company for the purpose 
of increasing the daily output from 
1800 to 2500 pairs. The interior of the 
plant will be rearranged for greater 
efficiency. This increased capacity will 
be gained wtihout any increase in the 
floor space of the plant. 


Brockton Shipments 
Show Decided Gain 


BROCKTON, MAss.—Further proof of 
the exceptionally busy times Brockton 
is enjoying is seen in the shoe shipment 
figures for the first nine months of this 
year which amount to 352,459 cases, an 
increase of 54,000 cases, or approxi- 
mately 15 per cent, over the figures for 
last year, and bettering any figures for 
the same period since 1924 and 1925. 

Although the shipments the last week 
of September dropped just below the 
best previous figures for this month, 
12,661 cases, the output still continued 
at a high rate, the total for the month 
being 48,103 cases, also better than any 
previous month since some of those in 
1925. 

And Brockton’s fine record is con- 
tagious, for Bridgewater, Whitman and 
Rockland factories also are rushing. 
It has been a long time since this sec- 
tion has enjoyed such prosperity. There 
still remains a sharp scarcity of good 
all-around cutters and fancy stitchers. 


Crystal Colonial Buckle 


PROVIDENCE, R. I.—The latest crea- 
tino, namely, a crystal colonial shoe 
buckle, has been originated by the Rey- 
nolds Company of Providence, impor- 
ters, designers and* manufacturers of 
beautiful shoe ornaments. 

Large buckles, developed by Wm. 
J. Reynolds in Paris, are made in white 
metal, some set with large crystals in 
a varied assortment of shapes and set- 
tings, together with rhinestones, and 
other patterns in all crystal. They 
make a modernistic appearance on the 
shoe and are in great holiday demand. 

These are in addition to the greatest 
number of patterns of imported cut 
steel, imported beaded, rhinestone and 
metal shoe ornaments which the Rey- 
nolds Company has ever shown, and 
covers the mérchant’s needs for -the 
holiday season, which runs. through 
October, November and December. The 
Reynolds Company this week issued an 
attractive catalog. 
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Rebot Shoe Co. Formed 


St. Louis, Mo.—Abe Tober, president 
of the Tober-Saifer Shoe Company, an- 
nounces the incorporation of the 
Rebot Shoe Company, Marlboro, Mass. 
Mr. Tober is president of the new com- 
pany. He acquired one of the factories 
of the Rice & Hutchins Shoe Company 
and is at present producing 2000 pairs 
daily and has plans for increasing the 
production to 4000 pairs within the 
very near future. A large part of the 
output of this factory is being taken 
by the Tober-Saifer Shoe Company. 
Mr. Tober, who is also president of the 
Wolff-Tober Shoe. Manufacturing Com- 
pany, St. Louis, reports that that con- 
cern is producing close to 4000 pairs 
daily. 


B. F. Goodrich Opens 
New Philadelphia Office 


PHILADELPHIA, Pa.—On Oct. 1 the 
B. F. Goodrich Rubber Company, foot- 
wear division, opened its new sales office 
and stock warehouse at 711 Arch Street, 
Philadelphia. This new branch will 
enable the company to promote closer 
contact and offer immediate service to 
dealers in eastern and southern Penn- 
sylvania, southern New Jersey, Dela- 
ware, Maryland anad Virginia. 

Under the direction of I. B. Wells, 
Eastern sales manager, the B. F. Good- 
rich Rubber Company has now estab- 
lished service branches in the down- 
town shoe districts of Boston, New 
York and Philadelphia. A. L. Dwyer, 
who has been assistant to Mr. Wells 
at the New York branch during the 
past nine years, is in charge of the 
Philadelphia office. Mr. Dwyer is well 
and favorably known to numerous deal- 
ers throughout the East, and no effort 
will be spared to make this new loca- 
tion a profitable and satisfactory me- 
dium for all dealers handling rubber 
footwear. 


Coming Into Campaign 


CoLumBus, OHIO (UTPS) — Secre- 
tary C. E. Dittmer of the Ohio Valley 
Retail Shoe Dealers’ Association, in a 
recent bulletin to the members of that 
association, calls attention to the 
marked enthusiasm shown among re- 
tailers of footwear to aid in the cam- 
paign for the furtherance of men’s 
shoe business, which is being pushed by 
the National Shoe Retailers’ Associa- 
tion. Since the appearance of the 
double-spread in the Saturday Evening 
Post and promises of other similar ad- 
vertisements, many retailer-subscribers 
to the fund are coming in from mem- 
bers in the three States covered by the 
association. Scores of dealers who 
were slow in subscribing are now show- 
ing a willingness to lend their financial 
support to the campaign. E. A. Bur- 
rill, representing the National Associa- 
tion, was a recent visitor in Columbus 
and called on Mr. Dittmer. 


New Wood Heel Co. 


CINCINNATI, OHIO (UTPS) — The 
Queen City Wood Heel Co. has been 
chartered with an authorized capital of 
100 shares of no par value stock for 
the purpose of manufacturing and sell- 
ing wood heels and also to manufacture 
and to buy and sell coverings for heels. 





Lynn Factories Still 
Working at High Speed 


Black and Brown Suede Most 
Popular Material 


LYNN, Mass.—Business continues 
good here. Several shops are up to a 
new high peak of production for the 
year. Suedes are first and foremost. 
Blacks and browns are rivals for lead- 
ership. Blues hold good. But they are 
challenged by greens. One of the best 
style makers says that the demand for 
green shoes will not be satisfied this 
year, and the style of green will carry 
over to the spring. Another forecaster 
predicts a fight between blacks and col- 
ors during the winter. He points out 


that some of the new dull mat and | 


glossy blacks are finer than ever. Rep- 
tiles, especially alligator and lizard, are 
reported as good as ever by several 
firms. 

Day slippers are asked for by up-to- 
the-minute buyers. This looks like 
something new. But there is ancient 
authority for it. Evening slippers are 
for dancing, and day slippers for day- 
time wear. These day slippers are 
light pumps, high of heel, and broad 
of strap, and often with an elaborate 
ornament. 

Short boots, or bob boots, is another 
new one, foretelling a fashion of ankle 
protecting footwear for cold weather. 
More than 1000 cases (36,000 pairs) 
of bootees have already been made in 
Lynn shops, and the exponents of the 
high cut footwear say that the season 
for real business in boots has not yet 
begun, though others say otherwise. 

Quite a quantity of oxfords have been 
made for wear to football games, as 
well as for ordinary purposes, and 
among them are oxfords of suedes in 
colors to match the new sport costumes, 
as well as the new oxfords of tweed 
cloth. 2 


St. Louis Shipments Are 


Heavy in September 


St. Louts, Mo.—Interests other than 
the election are paramount in whole- 
sale houses attempting to bolster up 
shipments sufficiently to permit of a 
September report which will equal the 
same period of a year ago. It is gen- 
erally felt that the month will fall 
slightly under the figure for Septem- 
ber, 1927, but even if it does, it still 
will be one of the best months of 1928. 

Improvement is noted in orders. Dur- 
ing the past two weeks salesmen have 
been writing more orders and some 
slight improvement throughout the ter- 
ritory is reported. 

Specialty houses are holding their 
own with a year ago. Some are bet- 
tering last year’s records. 

In the specialty field, black is re- 
ported by one house as leading in de- 
mand. Suede is the preferred material. 
Patent is second. Brown, blue and 
Burgundy are receiving attention in a 
limited way. 


Golden Rule Plants Busy 


LYNN, Mass.—Daly’s Golden Rule 
factory No. 3 is increasing its produc- 
tion by 1000 pairs daily. and this brings 
the total production of the three Golden 
Rule factories up to 8500 pairs daily. 


WHERE TO BUY 
Men’s Shoes 
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WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


A. H. RIEMER 
SHOE CO. 
Manufacturers 
since 1887 














Milwaukee, Wis., 
U. S. A. 
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WHERE TO BUY 
Slipper Quilting 


8 ee 








SLIPPER MANUFACTURERS, 
ATTENTION! 
We Do Quilting 
For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 




















WHERE TO BUY 
Shoe Buckles &@ Fabrics 
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MAISON MANN, tne. 


“Decidedly Different” 
Importers and Manufacturers 


CuT STEEL 
BEADED-RHINESTONE 
8 West 20th St., New York 4 
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| BEADED | 
SHOE BUCKLES 


T A. & H. VEITH, INC. T 
Im portere— 
9-11 East 38th, New York 
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Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office: Statler Bldg., Room 532 
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WHERE TO BUY 
Ballet Slippers 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
. Kid Hand Turn 
Soft Toe 





Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 2% to8— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th St., Philadelphia, Pa. 












BAND TURNED, BLACK KID 
BALLET SLIPPERS 


IN 8TOCK 
Women’s, $1.35; 
Children’s, 51% 

Mail orders prompt- 


tate netnnena base OS. 





124 N. St., deiphia 











BROOKS’ BALLET 
SLIPPERS 


IN STOCK 





Made on 
Right and 
Lasts 
No. 600—Black Kid 
Women’s Misses’ Childs’ 
$1.45 $1.40 $1.35 


White Kid—30c. extra 

Coast Prices Slightly Higher 
BROOKS SHOE MFG. COMPANY 
1725 No. Gth St., Philadelphia, Pa. 


Westers Distributi * ec 
1162 So. Hill 
Los Angeles, Calif. 








Im Stock Black Bal- 
let Slippers 
Ladies’ te 4 e 
Misses’ $1.20 a. 
Childs’ $1.15 or. 
BLOG SHOE CO., INC. 
147 Duane &t., 
New York, N. Y. 

















Manufacturing Details 
Of New Compo Process 


Boston, Mass.—Much interest is be- 
ing manifested 
Process shoe, manufacturing rights to 
which are being leased by the Compo 
Shoe Machinery Corporation. 

Reduced to its simplest terms, this 
process involves no radical departure 
from other processes except in the 
method of attaching the sole to the up- 
per. Here the union is made by a spe- 
cially prepared chemical adhesive—a 
refinement and improvement on a 
process first brought out in this coun- 
try more than fifty years ago. 

Until that point at which the sole is 
applied, the process, as stated before, 
is almost identical with that employed 
in the older processes. In side and toe 
lasting a difference is noted in that the 
tacks are driven only part way in and 
then a coating of Compo adhesive is 


applied to the lasting allowance. The | 


sole also has been coated with the 
same adhesive which hardens quickly. 
The last used is a turn type last and 
it remains in the shoe throughout all 
operations. 

When the shoe is ready for laying 
the sole, a solvent is applied to the ad- 
hesive on the lasting allowance and to 
that on the sole, which softens the ad- 
hesive and reduces it to a jelly-like con- 
sistency. 

Then the shoe is placed in a jack 
about the size of a large steel document 
box (such as insurance papers are often 
kept in). The frame of the jack con- 
tains a bladder cushion with a shoe- 
shaped “bed” or depression. 

When the shoe has been securely 
locked in place, air under heavy pres- 
sure is forced into this cushion and the 
sole is pressed firmly against the upper 
at every point. This pressure of sole 
against upper is uniform, first because 
it is created by air pressure which is 
constant throughout the inside of the 
cushion or bladder; and, second, be- 
cause the cushion, being of rubber, 
gives in every direction, conforming 
exactly to the shape of the shoe bottom. 

The jack is then removed from the 
air filling station and placed on racks. 
The air does not escape, however, and 
the uniform pressure is maintained 
while the jacks containing the shoes are 
on the rack for from twenty to thirty 
minutes. The air is then released and 
the shoe is ready for the application of 
the wood heel. 

It is claimed for shoes made by this 
process that they are exceptionally 
light in weight, trim in appearance and 
durable. 


Helps Them Keep 
Hose Clean 


Los ANGELES, CAL.—Bullock’s shoe 
department issues to each customer re- 
quiring an adjustment or slight repair 
to footwear an individual pair of paper 
slippers to be worn during the period 
the shoes are being handled. D. H. 
Share, of the shoe department, said the 
idea was well received by their cus- 
tomers. 


in the new Compo | 








To Open Shoe Shop 


Detroit, Micu.—The firm of Jacob- 
son & Gregg, which operates the shoe de- 
partment of Ettlinger’s large downtown 
ready-to-wear store at 38-52 Gratiot 
Avenue, plans to open a fine new shoe 
shop in the basement of the Mabley 
Building at 37 Grand River Avenue, 
West, across Griswold Street from A. 
E. Burns & Compnay. The store will 
be equipped and opened as soon as al- 
terations to the building are completed. 
Benjamin S. Jacobson is the active 
head of the firm. 


Suede Shoes Selling 
Freely in Cincinnati 


CINCINNATI, OHIO—Suede has come 
in very strong. Black suede was out- 
standing the latter part of August and 
merchants attribute this to the fact 
that less brown than black was on dis- 
play at that time. Black continues 
good, but brown suede is now at the 
very height of popularity. Some green 
and blue suede is being bought and 
anything with suede on it is selling. 
Especially good are the brown kid and 
brown suede combinations. 

Kid is very popular at present, with 
the various shades of brown first, fol- 
lowed by black. Patent, as usual, is 
holding its own and shoes of the shiny 
leather are especially popular when 
narrow piping of some lighter material 
is used. Blue kid continues good and 
gray kid is being called for, but few 
merchants can satisfy this latter de- 
mand on account of not carrying sizes 
in all shades in stock. 

Sales on reptilian footwear are on 
the increase and retail shoe merchants 
think there will be a very active reptile 
demand by November. Shoes of all rep- 
tile are being preferred, while those 
with reptile trim are considered good 
also. Reports from some shops give 
lizard the lead, while snake and alliga- 
tor are equally as good in others. The 
tweeds that were put on display at 
some of the shops in September have 
not started moving. 

Pumps with high throats and large 
ornaments are very popular and ties 
and one-strap effects are almost equal- 
ly as good. There is a big demand for 
16/8 heels, although quite a few calls 
come in for heels as high as 21/8. 





Bermudian Makes 23rd 


Annual Boston Visit 


Boston, Mass.—Ernest M. Young of 
Young Bros., Hamilton, Bermuda, re- 
cently made his twenty-third annual 
trip to this market, and Mrs. Young 
and his little daughter Marjorie accom- 
panied him. Mr. Young says that busi- 
ness conditions are good in Bermuda; 
that the number of persons who come 
there from the United States increases 
every year, but that they do remain 
only a week or two instead of a month 
to two months, as formerly. 

He says that a year ago it looked as 
if automobiles would be allowed on the 
island, but that today the authorities 
are more determined than ever not to 
allow motor cars there, for they realize 
that Bermuda is more of an attraction 
without them. 
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To Move Shoe Dept. 


PORTSMOUTH, OHIO (UTPS)—An- 
derson Bros., operating a department 
store, has leased for a period of 10 
years the side room of its store at 
Third and Chillicothe Streets, to Harry 
Atlas, operating the Atlas Co. The 
shoe department which was located in 
the leased portion will be moved to the 
main building and enlarged, according 
to W. B. Anderson, head -of the com- 
pany. 





Alliance Dealers Have 


Monday Stimulator 


ALLIANCE, OHIO (UTPS) — Shoe 
dealers of Alliance cooperated with 
other retailers in putting over a very 
successful selling event which has just 


been concluded and which probably will | 


be tried next year. The Alliance Re- 
view, a very progressive newspaper, 
sponsored the event, which consisted 
of a page advertisement on Saturdays 
for a period of 10 weeks. 

The idea was to build up business 
on the otherwise dull Mondays. The 
special advertisement announced spe- 
cial merchandise at attractive prices 
and specific items were mentioned. The 
newspaper supported the advertising 
with news stories. One theater cooper- 
ated by giving bargain prices on Mon- 
days. At the conclusion of the cam- 
paign it was announced that business 
was stimulated to a marked degree and 
the shoe merchants were well satisfied. 
This event was held during the late 
summer and early fall season. 





Shoes Featured in 
Columbus Style Show 


CoLuMBus, OHIO (UTPS)—At the 
special “Style Show” given by the F. & 
R. Lazarus Co. to usher in the fall sea- 
son, women’s and misses’ shoes played 
an important part. The style show was 
in the evening, starting at 7.30 and con- 
tinuing until 10 p. m. 

In addition to the special window dis- 
plays, the interior decorations and 
other features, modeling of various 
types of women’s and misses’ footwear 
was featured. This was done on a 
large runway constructed on the third 
floor of the mammoth store. Sales 


ladies in the store did the modeling, | 


which was under the charge of the 
various buyers. 

The modeling featured brown and 
black suede, reptile, blue and brown 
kids and patents. There were quite a 
few reptile and brown suede combina- 
tions shown. Pumps, one strap effects, 
buckles and a few cut-outs were shown. 

A large crowd gathered on the floor 
to watch the modeling, which was con- 
fined to the Laird, Schober line of foot- 
wear. 


New Honor for Rand 


St. Louis, Mo—Frank C. Rand, 
president of the International Shoe Co., 
was elected to the directorate of the 
Chicago, Cleveland, Cincinnati and St. 
Louis Big Four Railroad at a meeting 
of the stockholders in New York re- 
cently. Election to the board of Fred 
J. Fisher, vice-president of the General 
Motors Corporation was the only other 
addition. 














Fall Weather Aids 
Sales in Boston Stores 


Boston, Mass.—Retail shoe business 
of the city reacted favorably to the 
merchants with the initial touches of 
real fall weather of the past week. The 
cold winds and rains of the past seven 
days made people think of new foot- 
wear to match the new winter coats 
which they felt they needed. 

Brown suede and black suede have 
been strong sellers. Ties have been 
among the leaders in patterns; the wide 
strap and 14/8 heel in calf and patent 
leather, as well as suedes, have sold 
well. A few special sales of women’s 
shoes in odd lots, but high-grade num- 
bers, have been offered and have met 
with a ready response. Many silk 
moires and silk reps are being sold. 

White satin shoes for the October 

bride and bridesmaids, the latter 
usually ordering them dyed to 
match their gowns, as well as a 
wide array of silk mat kids in step- 
ins, and opera pumps in black 
satin, with brilliant buckles, are 
among the popular numbers in wo- 
men’s footwear. 


Boys’ shoes are selling to the extent 

of about 60 per cent in dark tan calf; 
Scotch grain in black calf is also sell- 
ing in surprisingly large numbers to 
boys. Some stores report that the new 
English last for boys with the modified 
toe is selling to the extent of about 30 
per cent, the broad toed last making up 
the other 70 per cent; other stores re- 
port that 50 per cent constitutes the 
selection of broadtoes for boys, with 
25 per cent of the new English type, 
and the other 25 per cent being de- 
voted to the wing tipped, broader toed 
types. 
Men are choosing their shoes at just 
this season in a majority of stores vis- 
ited in the proportion of about 60 per 
cent of the new brown shades of calf, 
the other 40 per cent being in black 
calf or kid, or kangaroo, or patent 
leather. 





Expects Better Business 


Murray City, On10o—Charles Sei- 
denfeld, who together with several 
brothers operates a shoe store here and 
who was formerly president of the Ohio 
Valley Retail Shoe Dealers’ Associa- 
tion, reports that many coal mines 
which were idle for the past 18 months 
because of the strike, are resuming 
work on the open shop basis. This is 
expected to stimulate business in all 
retail lines which has been rather stag- 
nant. Mr. Seidenfeld recently returned 
from an extended trip to the Panama 
Canal Zone, West Indies and Cuba. 


F. P. Taylor, Jr., Dead 


RICHMOND, VA. (UTPS) —F. P. 
Taylor, Jr., formerly of Richmond, died 





| suddenly Sept. 27 at Saint Vincent Hos- 


pital in Norfolk. Mr. Taylor’s death 
followed an operation for appendicitis. 

For many years Mr. Taylor was man- 
ager of the shoe departments of Dreyfus 
& Co. of this city, but for the past 
three years he had been connected with 
ee Shoe Company of Nor- 
olk. 

He is survived by his widow, one son, 
his parents, two sisters, and two 
brothers. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


Ce li el hi eli i i eli li eli ei edie i 





“Vict 
Kid 
Turn” 


Greatest Value 
‘Sa $1.65 


E wide, 3 to 9. 
Send for ane 
and we will prove 
= tt. 

WM. SUMNER SMITH 
325 W. Monroe, Chicago 
















Turn Mules and D’Orsays 
Red, Blue, Green Kid and Patent D'Orsays 
$2.8 Mules $2.50. 
Satin linings to match. 
Padded satin socks. 
Men's Turn Slippers $2.35. 
Full Lea. Linings 
THE RAYMOND FOOTWEAR 
Haverhill, Mass. 


co. 

















PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request 





HIGH GRADE TURN MULES and D’ORSAYS 








Two Strap Sandal 

“Hand Turned” 
In Stock 

C to E—2'-9 

No. 3-2 at $2.35 

MORAN-HERMANN- 


MeMANUS, INC. 
Aubura, Maine 
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DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Women’s Novelties 








IN-STOCK The 
$3 to $6 Sellers Sen, Meee 
and Two-strap 
Anklet 





Write for circular. 





Samuel Cohen 
hoe Co. 


72 Lincoln St., Boston, Mass. 


Uhe 
BONDWAY 


PROCESS 
produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 














™* BOND WAY paocess: 














WHERE TO BUY 


Bowling Shoes 








BOWLING SHOES 







“Coat IN-STOCK 

Mohtly Smoked Elk 

higher” $3.25 
BROOKS 


SHOE MFG. CO. 
Philadelphia, Pa. 
Street 


St.. 
Los Angeles, 1162 So. Hill 


1726 No. Gth 








WHERE TO BUY 
Standard Shoe Material: 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 


est { Virginia 


oun omeare board help 

the shoe to hold its shape. 

Pulp Product Department 
estVirginia Pulp & Paper Company 









































From the Type Box 


Come These 
Children’s Ads 


[CONTINUED FROM PAGE 49] 


and in the size of the type, and the 
idea would be different in the actual 
layout while at the same time putting 
forth a specific idea. 

In the advertisement headlined, “See 
Mie Shuz,” the arrangement would 
be as shown in the layout and the copy 
would be as follows: “This was my 
furst pair i didn’t no much then.” This 
would appear under the soft sole illus- 
trated at the top of ad. Under the first 
step illustration this would be written, 
“Then muvver got thez and sed now 
wauk,” 

For the third illustration the follow- 
ing copy would be used: 

“Now I can wear theze cuz they’se 
pritty and muvver sez they fit good.” 
This shoe would be for the youngster 
in the second run of children’s sizes. 

For the last caption, to go under the 
fourth shoe, which would be for the 
youngster just emerging from the sec- 
ond run of children’s sizes, or still in 
the first run of children’s sizes, the 
following copy would be used: “Sum 
day I’ll wear theze cuz I’m wize. That’s 
what the man told muvver. He sed— 
It’s wize to have children correctly shod 
always. Then yu don’t have to worry.” 

Here you have the attention value of 
phonetic spelling. It takes a little 
thought and some ingenuity to carry 


this idea into advertising, without get- | 


ting to the point of being overdrawn. 
Here you have about the correct mix- 
ture of child appeal, but rather of the 
child’s viewpoint from the parent’s. 

What every shoe merchant ought to 
do is to spend a little time with the 
compositor of his advertising. There 
is just as much art in the selection of 
type, and the composing of it, as there 
is in the working out of the most beau- 
tiful illustrations. In fact, there is a 
very pretty balance between the two, 
and if you are going to say anything, 
you had better say it well. Type is just 
as flexible as the little feet it is used 
to describe. 





WHAT CUSTOMERS LIKE TO 
HAVE YOU SHOW 


1. Alertness and willingnesss to 
serve regardless of what you 
may be doing. 

2. A welcome smile. 

. Enthusiasm in your work and 

your attention to them. 

. Knowledge of vour stock and 

your merchandi 

. Courtesy. 

. Remembrance of their name. 

The new styles—always. 

. Thoughtfulness of their time 

in being waited on. 

. Attentive service regardless 

of the amount of the sale. 


An invitation to call again. 
—Nettleton’s Table Talk. 


~ Cw 


© onan 


10. 




















WHERE TO BUY 
Slipper Supplies 


© © 


POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 




















WHERE TO BUY 


Store Fixtures 


1 i hi eli elie) 








os 


HAVE YOU A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 


and STORE INSTALLATIONS 
c..4 


GOODWIN & CO., Inc 
Ma 





Two New Managers 


GRAND Rapips, MicH.—Logan L. 
Clark has just taken over his duties as 
manager of the new Entroth $6 shoe 
store here. Clark is quite familiar with 
the chain store shoe business, having 
managed stores for the Weil Co. in both 
Youngstown and Toledo for the past 
12 years. 

H. Rosenthal, who has had charge of 
the Novelty Shoe Co. leased depart- 
ment in the Sage Store in Kansas City 
has been transferred to manage the 
Novelty’s department in Seigel’s. 


Blacks Lead in Ft. Smith 


Fort SMITH, ARK. (UTPS)—Blacks 
are leading all other colors, Fort Smith 
shoe men report, and low heels are 
very strong. Browns and blues are 
good, with black satin and crepe satin 
popular. Pumps are leading straps and 
Oxford styles. 

Sales have been very satisfactory, 
dealers say, the abnormally low tem- 
peratures having increased the demand 
for fall shoes for both men and women 


| and children. 





Perlow Opens Store 


PROVIDENCE, R. I. (UTPS)—Charles 
Perlow has just opened a shoe business 
in this city under the name of Perlow’s 
Self-Service Shoe Store. Window dis- 
plays on opening day showed browns 
and blacks, most of the latter with 
prices around two and three dollars. 
The store is based on the idea that peo- 
ple prefer to wait upon themselves for 
cheaper shoes. 
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BOOT TIME 


IS PROFIT TIME 


A Real Boot 
—of Real Quality 
—and a Popular Seller 
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The 

TEXAN AJ 7 * . 

barcaned for hunting and hiking trips and tours. 
Cc, D, E, . 

S to 12 The Lone Star State—men from Texas—furnished 
$7.60 the idea for this fine boot. It has style—because 
pen it’s tailored to the ankle and leg—and it will not 
offers’ sag. Fits as snug as any army puttee. 


combination 
last. 


Made 17'% inches high from tough, crack-proof 
chocolate retanned leather, soft as a glove, and 
with the famous Rock-Oak leather soles, heels and 
counters, this fine solid leather boot will wear like 
corduroy. 

Heavy Single Sole, Goodyear Welt. 


Samples sent prepaid. 


ae RED WING SHOE CO. 
mW’: Red Wing, Minn. 


On ? Bal - Santa Fe Bldg. — Dallas, Texas 








The CAHILL CARTON CAHILL BOX MARKER 
“The Carton That Opens in the Front” (Copyrighted) 
A VERY EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
a Cahill carton. 
Patents PRICE, $4.00 
Pending Mailed on Approval 
Beautiful—Convenient—Economical— 
Any size— Any color — Shipped 

anywhere knocked down at 

lowest freight rates. 

Cost less though made of 

better materials. Samples 

or salesman on _ request. 









HARRISBURG, PA. < 
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EVENING SLIPPERS IN STOCK— 
SILVER andGOLD KID—WHITE SATIN {<= °"",_.} 


(match any costume 
To Retail at $5 to $7 






Lazarus Fried & Sons, Inc. 


Established 1879 





118-120 Duane St. New York, N. Y. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED When advertisers desire answers to come in our care 


























4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED vertisers desires replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 
ALL OTHERS i d paid f ingly. 
goa inimum Charge $1.25 — and pai sg — 
ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 





REPRESENTATIVES in St. Louis and Cin- 
cinnati calling upon shoe manufacturers to 


j EVELAND carry line of metal shoe buckles and ornaments 
on commission. Give references and full infor- 
i i Address E. E. Weller 


mation in first letter. 


REPRESENTATIVE Bile Ane 


SALESMEN calling on retail trade to sell na- 


tionally known sponge rubber hose protectors 
as side line in own territory. Easy sales, big com- 
mission. Territory protection to right man. State 


qualifications, territory covered in applying. 


















































‘ . T e , — 
A well known Middle West manufacturer of children’s shoes seeks a menses tedeah Ideas GUE, eae tae 
Cleveland representative. This man must be experienced, with a fol- and Shoe Recorder, 80 Federal St., Boston, 
lowing among the retail trade. It’s essential that he know the chil- ; 
dren’s game, and if he has sold women’s shoes so much the better. IDELINE Shoe Salesmen Wanted to carry 
In making application tell us your experience, the concerns travelled a alsa ak oe ee ee” ae 
for, the time with each, territories covered, average annual sales, D-743, care Boot and Shoe Recorder, 80 Fed- 
: . “ eral St., Boston, Mass. 
drawing account necessary and references. Write fully and in con- 
; ALESMAN WANTED to sell attractive 
fidence. Territory now open. medium pres - 4 a a A any 
territories in New ‘England and iddle est 
wees 1S +“ & a Recorder i nag agg vere hy or? parnen. 
era t. oston ass. ars in first letter ress 42, care Boot 
bd “ and Shoe Recorder, 80 Federal St., Boston, 
Mass. 
PPLICATIONS will be considered from 
SALESMEN WANTED WANTED ““"¥ for Ceanayivenia, Iowa and Michi- 
WANTED: Shoe Salesmen with established trade Salesman with established trade to sell our joe of children’ ~ pon op Aad — » * og 
to carry as side line our extensively advertised line of snappy popular priced ‘‘In-stock” tions if carried with non-conflictin Hine. 
line of Hapytoz Flexible Turn Shoes. Spring Juvenile Shoes in Michigan, Minnesota, Wis- Large stock department t ht 8 
Heel Turns, Stitch-steps and Stitch-downs, in the consin, North Dakota, Illinois and Indiana. b s A p M , f aight commission 
States of Wisconsin, Minnesota, Iowa, Kansas and Liberal commission. Give full particulars and asis. cme Shoe anufacturing Co., 1259 
Nebraska. references in letter of application. H. H. N. Wood St., Chicago, Ill. 
We maintain complete IN-STOCK DEPARTMENT Freeland, Inc., Rochester, N. Y. 
-—, pay pieneet ume of cuumieden. . er ~ bg 
need apply who have suffidient time to devote : 
our line. APPLICATIONS willbe considered | from LINE WANTED 
salesmen with esta! is ed trade for a fast 
W. C. GOODGER, INC. selling line of women’s novelty shoes, “In A™ traveling Connecticut and Western Massa- 
Manufacturers Stock,” to retail at $4, $5 and $6. Strictly chusetts with line of Rubber Footwear 
Rochester, N. Y. commission basis. Only those with established Have opening for Stock Line Men’s, Women’s 
trade need apply. Wm. Marks Shoe Co., 1406 or Children’s Shoes as Main or Side Line. 
Washington Ave., St. Louis, Mo. What have you to offer? Address D-738, care 





WANTED —Salesmen by Eastern factory mak- - . Boot and Shoe Recorder, 80 Federal St., Bos- 
ing popular priced men’s shoes. Full settle- SALESMEN to cover Connecticut territory for ton, Mass. 

ments monthly. Inquiries confidential. Ad- Jobbers, popular price general line. Address 

dress D-702, care Boot and Shoe Recorder, 80 D-731, care Boot and Shoe Recorder, 239 W. 

Federal St., Boston, Mass. 39th St., New York City, N. Y. HELP WANTED 


GALESMEN—One of Brockton's outstanding © Sona “Arkansas, Louisiana, Mississippi, Ala. GALES MANAGER—Expérienced shoe, sales 
yeh... of young men’s $6 and $7 retailers is bama, Georgia and Florida, to sell the fastest manager one who can produce results by in- 
- creasing sales of an established Shoe Manu- 

















open for representation in the Middle West, ; : ; : : 
West, So South and Southwest. —. for particu- we OY —. ag og —_ —— facturer of a line of Ladies’, Misses’ and Chil- 
lars. Address D-701, one joot_and Shoe Re- trade. Applicant must have road experience. dren’s McKay Shoes having stock department. 
corder, 80 Federal St., Boston, Mass. Six per cent commission, payable every fifteen Must be able to handle all traveling salesmen 
on commission basis and establish new routing, 





days. No advances. References with first . : 
Bermes & Gordon, Inc., 138 Chartres and secure experienced reliable men to increase 


] f he follow- letter. . 
me penne od Yorce, Nee Vork St., New Orleans, La. sales. Must be able to figure cost of shoes and 
State, Pennsylvania and Michigan. Straight ALESMAN WANTED for i . Ww cen fd ig Dp ones EY og 

», ; i in fir 
commission basis. Address D-728. care Boot S% Tern Mules and DOrsays : So letter, and must be able to give A-1 reference 





— Recorder, 80 Federal St., Boston. Patent leather and satin. An outstanding line with application. Apply by letter giving age. 
. in price, so far below, practically no competition experience, religion and must be technical 
college graduate, naming the college. and giving 





i.e. wholesale prices to retail tra remark- 

WANTED—A Salesman who can produce for able line for money, = no ly Address degree of graduation. Address D-732, care 
Wisconsin, Ohio, Pennsylvania and South- D-734, care Boot and Shoe Recorder, 80 Federal Boot and Shoe Recorder, 80 Federal St., Bos- 

ern states for a well known and popular priced St., Boston, Mass. ton, Mass. 

line of Novelties in house slippers, including a - 

Turn line of Mules, D’Orsays, Bourdowirs, a E.XPERIENCED salesman for New York WANTED—Manager, capable of running a 

line well established on this territory. Samples City who has established clientele to. sell large popular priced shoe store in one of the 








read lanuary Ist, 1929. Commission basis. ladies’ high grade machine turn shoes. ‘om- larger southern cities. State previous experi- 

Send 1 particulars with application. Address mission and drawing account. Address Ds 736. ence and reference. Address D-740, care Boot 

nag care Boot and Shoe Recorder, 80 Fed- care Boot and Shoe ee 239 W. 39th and Shoe Recorder, 80 Federal St., Boston, 
1 St., Boston, Mass. St., New York City, N. Y. Mass. 
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FOR SALE 





FOR SALE 

















WANTED TO PURCHASE 

















of Illinois 


Auction sale Wednesday, 


following assets: 


ject to approval of Court. 
any or all bids. 


Danville, Illinois 





BANKRUPTCY SALE 


In the District Court of the United States for the Eastern District 


Re: Kannaly Shoe Company— 
Bankrupt 


October 17th, 1.30 P. M., at 


Newton, Jasper County, Illinois, by order of Walter J. 
Grant, referee in bankruptcy. 


We will offer for sale the 


Stock of shoes, leather, findings, lasts, machinery, real 
estate and building. Appraisal $30,000.00. All sales sub- 


The right is reserved to reject 


Terms—Cash. 


GEORGE W. ARNDT, Trustee 
Newton, Illinois 


Gunn, Penwell & Lindley, Attorneys 













To Be Sure Tuatr You Receive 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire or 

surplus stocks, ask us for our bid (estab- 

lished 40 years). Cash transactions. 

New York Export Purcnasine Corp. 
596 Broadway, N. Y. City 




























HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. Shert term 
leases taken over. Transactions confidential. 
Est. 1890. 

MAX GLAUBERG 


54 Lispenard St., New York City 
Canal 8014 




















MERCHANTS’ NEEDS 

















oo SALE—Ladies’ Shoe Store. One flight 

Uptown section near Fifth Avenue. 
Good money proposition - young man. Ad- 
dress D-729, care Boot and Shoe Recorder, 239 
W. 39th St., New York City, N. Y. 


SHOE | STORE FOR SALE in well located 
growing town of diversified industries, Men’s 
and Women’s high grade shoes. Will sell at 
sacrifice to settle estate. Mrs. Ida L. McMechen, 
Exec., 1908 Beaver St., Parkersburg, W. Va. 











FOR LEASE 


FOR LEASE—Shoe Department in Women's 
Wear Specialty House. Department han- 
dling the better grade merchandise. Store situ- 
ated in a city of sixty thousand in a central 
Western State. Address D-733, care Boot and 
Shoe Recorder, 80 Federal St., 





Boston, Mass. 





POSITION WANTED 


POSITION as superintendent. Experienced in 
making McKays, turns and welts. Thor- 
oughly familiar with styles and patterns. Has 
had charge of cutting room. ow employed. 
References. Will go anywhere. Address D-741, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 


AT YOUR SERVICE!! What have you to 
offer an all ’round shoe man of long experi- 
ence at ee and Road Work? Qualified 
to ny fr ibility. At present em- 
ployed, but. available on two weeks’ notice. 
ood references. Age 37. Married. Address 
D-739, care Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 

















BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
=| the trade you can attend to. No capi- 
uired or to buy; no “Eabora- or 
taliett ae Addre i —_ 
tory, 21 Back Bay. Boston, 

















MERCHANTS’ NEEDS 








Sell More Shoes 


Human , interest, business 
drawing circular on_ shoes. 
The best way to increase your 
business. Write for free copy 
and prices. 


Comes Publicity Service 
852 Belmont Ave., Chicago, Ill. 























Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors, 





Made in all styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 






































WINDOW 
DISPLAY FIXTURES 


923 ARCH ST. 
PHILADELPHIA, PA. 

















MIRROR STYLE SHOW. Four MODELS a 
minute, each MODEL from ALL angles. 
Beautiful, new MULTIPLEX MIRROR STAND 
on UNIVERSAL TURN TABLE WITH SIX 
FORM CHANGES, creates life, action, more 
SALES. Complete and warranted, $55. Spe- 
cial wholesale rates. 























Electric Window Salesman Co. 
46 Cornhill, Boston, Mass. 











SEGALLé SONS 













Advertising Air Balloons 
Size No. 50—8%” Inflated 
$4.00 ger gross Quantities & grees 

Send us your or more 
and your Ad Assorted Colors 
WwW. E. POtsts ADVERTISING 
158 No. State St., Chicago, Ill. 
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THE FAMOUS Coming to NEW YORK? 





The most widely advertised line of dancing 


in both Hard and Soft Toe Ballet 
Slippers. Made of finest material 







shape of the foot. Full 
stock always-—at once 


Concave Arch 
Hard Toe Bal- 


W hite Satin 
plan and samples. 








CONCAVE ARCH 
GOOD NEWS 
footwear.on the market! Dancers know 
and demand the Capezio Concave Arch for OLD FRIENDS 


HE many thousands of guests who have enjoyed McAlpin 


nd noted for yee T 
and noted fo lon g wear, perfect hospitality in the past will be interested to know that— 
fit and beautiful appearance. F : 2 , 
Conterme: instantly to th Inside and out, this world-famous hotel is now undergoing 
5. y to the complete restoration. 


am 2,000,000 


leli to effect these startling improvements—but the hotel! will be 
nce to ory on & entirely NEW! NEW management, luxurious NEW furnish- 
orders. ings throughout—carpets, draperies, furniture, tiled baths— 
eleven NEW high-speed, self-leveling elevators, spacious, 
cheerful, IMMACULATE rooms colorfully decorated. 
Yet all the changes will be made—WITHOUT INTER- 


sete eal Write today for RUPTION OF SERVICE—another tribute to McAlpin 
Black and Catalog, Sales Efficiency. 


When in New York, visit the McAlpin— inspect the new 
































and Black Kid. 
Special shades ace dations and enjoy the new type of service rendered 
to order. under the direction of 

MULE RO” FRANK A. DUGGAN, President and Managing Director 

2 . 
eae see | HOTEL MSALPIN 
Danting 209 WEST 48*ST. 
Dept. C NEW YORK CITY ONE BLOCK from PENNSYLVANIA STATION 
: BROADWAY at 34th STREET 
MERCHANTS’ NEEDS MERCHANTS’ NEEDS MERCHANTS’ NEEDS 

















MYERS cone’ 
STORE LADDERS 


MODERNIZE STORE METHOD 
To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
r] stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
J or retail trade—install one 
or more MYERS NOISE- 
+ LESS CUSHION TIRE 
STORE LADDERS. 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements, 
Circular on request. 
mt FE MVERS & BRO.cof 
ASHLAND, OHIO. 
§PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERSE 


GSTABLISHED cho 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 























LT wwe usw 
%e9-27) LEXINGTON AVE., BRODKAYS. aft 
AMERICAS GREATEST 
SMOE CARTON @& LABEL Mircea 




















LABELS 


The DISTINCTIVE and 


PERMANENT MARK ROCHESTER, N. Y.—“Eighty per cent 
of the trade buying shoes from us are 


| I = fellows who feel that they know us 
F e H e K L G E very —_, Rag | L. A. hte gg a 
manager of the shoe department of the 

WEAVING CO. National Clothing Co. “A shoe shining 

2h 19W 44 THST NY stand located in the rear of our de- 
= ta septs _ partment, where an average of 200 
Phanc WISCONSIN 6130 pairs of shoes a day are polished, is 























































HOLFAST | 
The Wonder Buckle 
Holder! 
i - ———— 
° e | 
Ji | 
e/ e 





Inquire Your Jobber or Direct 


Deauville Import Corp. 
45 W. 34th St. 
New York 











Free Shines Here 


one of the best means of forming that 
acquaintanceship. There is no charge 
for the shining, and a card plainly says 
that no tipping is allowed. The expense 
of this stand is charged to advertising, 
and it is mighty good advertising, too. 
Some of us always manage to be aroiind 
the stand and mix‘in vith the college 
men as they come in.” é 








October 6, 1928 BOOT AND SHOE RECORDER 








For Fall 


A Patent Leather Shoe 


for street wear 


Interesting with side 
gore and imitation 


lace. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right greg. This is the great problem of the retail 

shoe merchants. The f purpose of Tue Boor anp SHoe ReEcorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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HE whole economic structure of 

an industry and the survival of 
our high general levels of craftsman- 
ship, comfort and good taste in foot- 
wear, depends upon the maintenance 
and development of skill in the fac- 
tory. So much has been said of the 
great value of sales-ability that a 
counter mental depression has been 
developed in factories. The arts and 
crafts of building shoes never were 
more important. The skill of the 
hand is soon to get a new apprecia- 
tion. The infinite details that come 
into a factory make possible more 
errors through ignorance than ever 
before. A suede that crocks, a 
throat that bites, a strap line too 
short, a last in wrong proportion— 
every shoe thus made becomes a dead 
loss. It may go out but it is sure 
to come back. One of the reasons 
why good shoe factories are never 
wanting in orders is because in the 
assembling of so intricate a product 
as the shoe, graded in sizes and 
widths, they put experience, intelli- 
gence and everlasting watchfulness 
into every pair. The school of ex- 
perience is all right if it is directed 
by the experience of the school. 

We devote our Oct. 13 issue to the 
study of craftsmanship and tell mer- 
chants some of the things they ought 
to know about what goes into a 
shoe. 


AC EW factors in style that 
spread their fingers way into 
spring are to be revealed in our next 
week’s issue for the merchant who 
can buy shoes early, and find their 
salability for months ahead profits 
most. 
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HE DESIGN of the Circular Stitch Eyelet gives an added touch 

of ruggedness to Fall and Winter shoes. Manufacturers of 

quality footwear invariably select Diamond Brand Vizb/e Fast Color 

Eyelets to give added distinétion to their choicest models. The 

enduring finish of their fast color celluloid surface contributes in 
a large measure to the richness and beauty of the shoe. 





Look for the “Diamond <> Trade Mark 
UNITED FAST COLOR EYELET COMPANY | 


205 LINCOLN STREET, BOSTON, Mass. 
MMamafatiercer: of 


DIAMOND BRAND Visibe FAST. COLOR EYELETS |/ 
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more 9 
than 
just hosiery — 


When a customer comes into your complete Gordon Department — you 




















have more to sell her than just hosiery. 

First and foremost, you are selling her style—the thing she is most 
anxious to find. In the artistically correct heel designs and the newest 
authentic colors in every Gordon number, she is assured of satisfaction 
from a style standpoint. 

Then you are selling her quality—for Gordon hosiery has always 


been noted for perfection in weave, shape, and workmanship. 
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Finally, you are selling her service—for the complete 
Gordon Unit offers her hosiery for wear with every type 
of costume for every occasion. The new Gordon Style 
Book with its Guide to the Exact Choice of Hosiery 


helps your salespeople and customers to 

d select the right shade and type of hose 

or On to meet every requirement of the smart 
woman’s fall wardrobe. 


All these things lead to more 





satisfactory profits fur your Hosiery Department. 
* * * 
The Gordon Hosiery Unit consists of the Gordon V-Line, 


that distinctive heel design based on the lovely natural 
shadows of the perfectly formed ankle. No. 815, chiffon, 
and No. 725, sheer-service weight, both retail at $2.50. 

Then there is the Gordon Narrow Heel— dainty 
—different—with rounded toe and heel, retailing at 
$2.00 in both chiffon and sheer-service weights. 

And Shadow Clocks and Top Clocks, ideal for 
sports wear, each retailing at $3.00. 

Finally, for the woman who wants to pay $1.50 
for her hosiery, the Gordon Unit offers No. 420, in sheer- 
service weight, with a four-inch lisle top and the popu- 
lar Gordon Narrow Heel. And also No. 315, in all silk 


chiffon with regulation heel. 


The complete Gordon Unit builds pres- 


tige and sales for your hosiery department. 


BROWN DURRELL COMPANY 


| NEW YORK ° ° BOSTON 


j 
4 


i 








Hosiery and Shoe Store Accessories 
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fétt TronCLAaps 


For Every MEMBER 
OF THE 












In the Hosiery field IRON CLADS 
are making ‘‘touchdowns’’ by scoring 
greater sales and profits during the 
entire year for Merchants featuring 
them. 


The IRON CLAD line is constantly 
merchandised to make sure it features 
every style in Men’s, Women’s and 
Children’s Hosiery for which you mer- 
chants will have a profitable demand. 


Let us suggest you go thru the EN- 
TIRE IRON CLAD line the next 
time a salesman calls. If one is not 
calling regularly write us direct, be- 
cause we are now showing many dis- 
tinctive new Fall styles for Immediate 
Delivery and Immediate Selling. 


Cooper, Wells & Company 
250 Broad St., . Joseph, Mich. 


Manufacturers of Full Fashioned z.. ‘ace Hosiery 
at St. Joseph, Michigan, and Decatur, Alabama. 


Manufacturers of Quality Hosiery for Fifty Years. 
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ln STEP wth the 


Style, 
Color, 
Ete. 


of feature in the hosiery 

trade today is the short sock 
for women. What is its future and 
how will it affect the regular ho- 
siery business? These questions 
are freely discussed in the trade 
and a wide variety of opinion is 
expressed. This much is certain— 
the short sock has been a big seller 
this summer in many parts of the 
country; it has attained consider- 
able vogue in France and has been 
widely sold in England and, hence, 
it is not a national but an interna- 
tional thing. Many who scoffed 
when it was first introduced, and 
predicted a short life for it, have 
turned their attention to it in a 
serious way and are producing or 
merchandising it. It has grown 
faster and larger than most people 
thought it would. 

Looking to immediate 
ahead, it seems 
certain that the 
short ankle sock, 
sportee, or 
whatever name 
you choose to 
give it, is due 
for a run, par- 
ticularly among 


Pict teature the most talked- 


season 





PACE 


of the 


e MARKET 


the younger folk. Unlike the sum- 
mer sock, it will not be worn in 
place of silk hosiery, but as an ad- 
junct to silk hosiery. In other 
words, it will be an over-sock. 

In England considerable demand 
is being experienced for these 
socks, with the heel and toe cut 
away, much after the fashion of 
baseball players’ hose. A little band 
comes under the instep, keeping 
the sock in place and, at the same 
time, making possible the wearing 
of silk stockings in the ordinary 
sized shoes. Over there, these foot- 
less socks come in sets of three 
pairs, yellow, red and green. 

In addition to sports-wear, the 
wool socks over here will be adopted 
by young girls who want to keep 
their feet warm and their silken 
ankles clean in snowy weather. A 
sort of substitute galosh, as it 
were. Then for the truly smart 
. woman, _ silken 

socks in full 
fashioned make, 
of high and 
pastel shades 
have been pro- 
duced and are 
being merchan- 
dised as loung- 
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NY NSUIGER Toy 


Des. Pat. App. For 
Pat. 111 


This Modernistic touch to full fashioned 
Silk Hosiery lends a Stream Line effect that 
is most pleasing to the stunning Fall cos- 
tumes, and adds charm to the graceful 


Pointed Heel. 


The seam decorated 
and strengthened by 
the simple Diamond 
Selvage — transforms 
the last ugly point in 
full - fashioned Silk 
Hosiery, to a smart 
Stream Line effect of 
real character. 


The technical 
achievement of driv- 
ing the woven Dia- 
mond Selvage thru 
the Fashion points 
of the stocking is yet 
another K-T-C_ ac- 
complishment, result- 
ant in a silk stocking 
so full of beauty and 
grace that the style 
appeal is instantane- 
ous, 


PRICE 





$19.00 


No. 910 made in the 
following colors (all 
the latest Parisian 
Shades) for 
IMMEDIATE 
DELIVERY 


Black 
Moonlight 
Gris Mauve 
Metallique 
Honey Beige 
Tansan 
Plaza Grey 
White Jade 
Pawnee 
Champagne 
Pastel 
Seine 
Gravier 
French Tan 
Beige Blond 
es Grieux 
Turf Tan 
Gun Metal Beige 
Gun Metal 
Gris Moyen 
White 
Gold 


No. 910 description—A pure dye, all-silk Chiffon 
Stocking, with interlined lisle top and sole, featuring the 
Diamond Selvage Seam and solid boiled-off silk heel. 5 strands 


of double extra grand silk, of 42 gauge construction—full 30” 


in length. 


Mats for newspaper advertising furnished upon request 


KRUEGER-TOBIN CO., Inc. 


2 Park Ave. at 33rd St., New York 


STYLE ORIGINATORS AND SPORTS HOSE CREATORS 


06> FC 
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ing or boudoir accessories. This 


sock thing has possibilities! 


NEW twist, which must have 
originated from contempla- 
tion of the net hose, is a chiffon 
hose with little tiny pin point open 
dots in it. Another novelty recently 
put on the market is the adoption 
of the “light-ray’” modernistic 
theme into clocks on silk stockings. 
Worked in colors, these modern- 
istic clocks are effective, but, of 
course, will not sell in big volume. 
On the subject of novelties, it is 
well to give thought to black heels 
again. Quietly and without much 
press-agenting, black heels, par- 
ticularly in narrow-heeled hosiery, 
have been returning to favor 
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strongly, and manufacturers who 
were about ready to call a halt on 
production have turned to them 
again. 


HE darker tans and browns in 

women’s hosiery are coming 
in more strongly with the colder 
weather over most of the country, 
but are not developing as rapidly 
as many expected. The light neu- 
tral shades are still strong in the 
running. Silk of the extremely dark 
shades of tan and brown is not 
meeting with much popular favor. 
The dark horse in the fall color 
scheme is blue. Slate blue and 
serge blue are having a strong run 
in many quarters and are growing 
stronger every day. 
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Al Ruby, in his new Pedemode Shop in Detroit, stresses the 

ensemble idea of hosiery, hand-bags and shoes, in this double 

barrelled hosiery department which flanks both sides of the 
main entrance to the store 
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Reg. US Pat. Office 


Are You Entirely “Pointex” 
Satisfied with Your / 
Hosiery Department? 


Are you selling a quality stock- 
ing that insures satisfaction to 
your customers — an ample 
mark-up and 100% dealer ser- 
vice to you? In short, are you 
building a permanent and prof- 
itable hosiery business? 























If Not 


We would like to tell you how 
some of the foremost stores in 
the country have solved their 
hosiery problems by carrying 
Onyx Pointex, the original 
pointed heel stocking, the 
brand their customers know and 
ask for by name. 


Gotham Silk Hosiery Co., Inc. 


manufacturers 
Owner of Pointed Heel Patent No. 1,111,658 


389 Fifth Ave., New York City 


mills at: Philadelphia, Dover, Passaic, Wharton and 
New York 
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HE well-known florist’s slo- 

gan, “Say it with flowers,” 

has been applied to hosiery a 
few times with varying degrees of 
success. It is a difficult thing to 
put over, because the tie-up is hard 
to force into the customer’s mind. 
Also, the average person sees no 
reason why anything should be said 
with hosiery. Flowers are much 
daintier. 

The White House, San Fran- 
cisco, got across the idea particu- 
larly well in a recent window dis- 
play installed by H. D. Nickel, the 
display manager. Against a back- 
ground of light, shimmering silk 
he placed three crackled mirror 
vases of modernistic design. In 


Hosiery and Shoe Store Accessories 





with FL astery 


them were grouped hosiery “roses” 
on long stems, all in soft pastel 
shades to blend with the back- 
ground and carry out the flower 
idea. 


N the foreground delicate chiffon 

hosiery was shown on display 
stands topped with crackled mirror 
arrows and dainty artificial roses. 
A modernistic display card at one 
side suggested that the passersby 
“Say it with hosiery.” 

The window was well calculated 
to impress the public with the 
lightness and delicacy of hosiery, 
and therefore with its suitability 
for gift purposes. It was decidedly 
successful. 

















F you are thinking of putting 
in a new hosiery department or 

thinking of remodeling your 
present one, here are two pictures 
which may guide you in your plan- 
ning. They are the hosiery depart- 
ments of two new _ shoe stores 










To be Ultra New or 


Modernistic or Period Style 
Adapted Equally Well for 
Hosiery Departments 





opened within the last few weeks. 
At the bottom of this page is a 
view of the hosiery department in 
the newest of the Wise chain shoe 
stores, opened recently on Fifth 
Avenue, New York. It is modern- 
istic to the last degree, from the 





The modernistic type of architec- 

ture and decoration reaches its 

zenith in the Wise, Fifth Avenue, 
shop 
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to be Smartly Old ¢ 





The Old English period of architec- 

ture and decoration served as_ the 

inspiration for this charming hosiery 

department in the latest Gueting store 
at Ardmore, Pa. 


large patterned floor to the fluted 
light grained woodwork and show 
cases, etched glass windows and sil- 
ver leaf walls. 

On this page we introduce you to 
the hosiery department in Geuting’s 
new kiddie shoe shop, recently 
established in Ardmore, a suburb 
of Philadelphia. Here the old En- 
glish type of architecture and deco- 
ration has been the source of in- 
spiration. Fixtures are of weath- 
ered oak, the floor of tiled linoleum 
and the walls of rough sanded plas- 
ter. 

Although these two departments 
offer a sharp contrast in decoration, 
both are ultra modern in equip- 
ment with display case counters, 
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drawers for the stock and addi- 
tional display space above the stock 
shelves behind the counter. The 
Wise organization has chosen glass- 
fronted drawers for its stock, while 
Geuting’s prefer the solid wood- 
front drawers, of slightly larger 
size, a wise choice since variety of 
color is not as important in chil- 
dren’s hosiery as it is in women’s 
stockings, which are handled ex- 
clusively in the Wise store. 

The main points in both depart- 
ments are ample display space and 
a neat, orderly arrangement of 
stock which permits the salespeople 
to serve customers quickly and sat- 
isfactorily. 
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LESS Stock—MORE ‘Uolume 


Inventory Cut from $14,000 
to $7,000 and Lines Reduced 


to Three 





N increase of volume alone 

does not always mean much 
for the hosiery retailer; but when 
this increase can be made through 
a stock reduction, it is especially 
desirable. Just such a fact has been 
accomplished during the past eight- 
een months by Dorfman’s depart- 
ment store, Beaumont, Tex. Ac- 
cording to Merchandising Manager 
M. Horwitz, this department was 
doing a very good volume of busi- 
ness. He decided to increase this 
volume, and in doing so he cut the 
stock from fourteen thousand dol- 
lars to half that amount. 

Horwitz decided through actual 
test with his customers that these 
customers wanted hosiery that was 
backed by the retailer. And in 
making such a guarantee to the 
public, this dealer cut out much of 
his duplication. Although the cus- 
tomer can find a quality hose. at 
practically any price she cares to 
pay in this department, there are 
only three complete lines carried, 
and these three lines are the ones 
that are featured. 

One of these lines of hosiery is 
featured under the store’s own 
name. This brand is purchased 
from any good mill and is stocked 
to meet competition. The other 


two lines are exclusive lines that 
cannot be handled by competitors, 
and prices are not cut in these 
lines. 


in Texas 





Store 








Newspaper advertising of Dorf- 
man’s hosiery department informs 
every prospect that any pair of ho- 
siery purchased in this store is 
guaranteed by a money-back guar- 
antee with no questions asked. Al- 
though it might be expected that 
such a guarantee would be abused, 
Horwitz has found that such a 
policy tends to establish confidence 
in the store and to keep down com- 
plaints instead of encouraging 
more claims. 

The three-pair sale has done 
much toward increasing volume 
and increasing customer satisfac- 
tion in this department. The sales- 
girl is trained to look upon it as a 
personal favor to the customers to 
show them where it is economy 
and more satisfactory to purchase 
a box of hosiery instead of the sin- 
gle pair, as intended. In this way 
the suggestions of the salesgirl are 
not so much in a way to make the 
customer feel that she is being 
oversold, but that she is getting 
some additional personal attention. 


HE hosiery of this department 

is attractively displayed in the 
department to make it a simple 
matter for the shopper to select the 
desired shade. Then when this selec- 
tion is made, the salesgirl does not 
have out one pair of hosiery and 
suggest that the customer had bet- 
ter take three pairs; she reaches 
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for the full box of this shade of 
hosiery and encourages the shopper 
to insure better service by just 
taking along the box. As an in- 
ducement, two dollar hosiery is sold 
for six dollars when purchased in 
three-pair lots. 

A “Twenty pair club” is featured 
by this hosiery department. Cus- 
tomers that buy one dollar hosiery 
regularly and are satisfied with 
this merchandise are invited to join 
the “Twenty pair club.” Members 
are issued a membership card con- 
sisting of twenty one-dollar pur- 
chase numbers. When one or more 
pairs of hosiery is purchased, this 
card is punched for each pair. And 
when the last number of the card 
has been punched, the customer re- 
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M. Horowitz 
and the Dorfman 
hosiery department 






ceives a free pair of hosiery of the 
same quality. 


HIS “Twenty pair club” has 
proved very popular with many 
women, as a number of them pur- 
chase this quality hosiery for their 
younger daughters’ in _— school 
through the suggestions of mem- 
bers of the department. The suc- 
cess of this club may be measured 
by the fact that there are now five 
hundred members of the club that 
are purchasing hosiery regularly. 
By cutting out needless duplica- 
tion and putting emphasis on three 
price ranges, Horwitz has cut his 
stock to seven thousand dollars, 
just half the usual invoice. The 
volume has about doubled. 







































Gold 
heels, 
heels. 









MODEL A 
Gold Maid Steeple 
heels (self colored, 
No. B50 $15 per 
dozen, retail at 
95. 














The Gold Maid 
Steeple Heels — Duo 
Steeple Heels and 
pointed heels are 
styles that women who 
know the vogue are 
constantly seeking — 
they are the styles that 
far-seeng merchants 
are now carrying. 













MODEL 
Gold Maid Duo 
Steeple heels (self 
colored ) No. B60 
$18 per dozen, re- 
tail at $2.50. 


MODEL B 
Maid pointed 
also square 





All Full 
Fashioned 
Styles 


No. 1224 Chiffon............ $12.00 
Silk from top to toe with 
toe guard. Reinforced at 
end of toe. 
Serre cre tas $11.00 
Medium weight service silk, 
toe guard with mercerized 
welt and foot. 
Be, FOOD. co cccsecccccesvese $13.25 


stripe at welt and colored 
tipping at heel and toe. 
No. 850X (Peco Edge)....... $13.75 
All over silk chiffon. 
strand, with silk foot. Extra 
long. 
Pere ee 
Pointed heel chiffon, silk, 
from top to toe, silk foot. 


toe guard, mercerized foot 
and welt. 
GOLD MAID 
Super-Quality Hosiery 
eee eee ee 
Dipped dyed, 2 thread, 51 
gauze, Peco edge, all silk 
chiffon of exquisite sheer- 
ness and beauty. 


gauge, all silk chiffon of 
superb texture. 

No. 850 (Peco Edge).......... $15.50 
All silk chiffon from top to 
toe. double silk foot and ex- 
ceedingly sheer. Extra long. 


Color chart and samples sent upon request 


GOLD MAID HOSIERY 


Sole Distributors—319 W. Jackson Blvd., Chicago 
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A Year's Ad CAMPAIGN 


YEAR’S campaign of ho- 
oA siery advertising by the 

C. H. Baker shoe stores, 
in which full-page ads of hosiery 
alone are being featured, not only 
is creating considerable comment 
from competitors who are aghast at 
Baker’s advertising audacity, that 
has increased Baker’s hosiery 
business 20 per cent over the same 
period of last year. 

Featuring the “Baker Girl,” 
photographs of this attractive mod- 
el displaying extra length top, all- 
silk, chiffon hose, comprise the ef- 
fective keynote of the layouts. The 
campaign was planned to attract 
attention by artistic layouts of the 
photographic cuts, two and three of 
which are used in as many costumes 
in the full-page displays, while sup- 
plementary cuts used have been in 
the new silhouette idea. 

Starting five weeks before Easter 
to include the spring styles, the 
campaign will continue throughout 
the year, with copy appropriate to 
each season—June, hosiery for 
brides and graduates—September, 
autumn shades—and December, 
gift hosiery for Christmas. 

The campaign extends to Baker’s 
Pasadena and Hollywood stores, 
where the “Baker Girl” advertising 
is being used in newspapers of 
those cities, and the entire plan car- 
ried out exactly as in the Los 
Angeles stores. Thirty to sixty- 
inch advertisements are appearing 
weekly, increasing to full pages at 
Easter, in June, September and De- 
cember. Starting with a thirty- 
inch attraction on Sunday, five 
weeks before Easter, each week the 
space was increased until the Sun- 
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day before Easter. That day a full 
page appeared in one Los Angeles 
paper, and a _ thirty-inch roto- 
gravure in another. 

The full page combined beautiful 
layout with institutional copy, 
making the prices incidental, yet 
prominent enough to give the ad- 
vertisement selling power. Less in- 
stitutional, in that price occupied 
an important place, was the full- 
page advertisement which  ap- 
peared on the back page of a Los 
Angeles tabloid during the pre- 
Easter campaign. It introduced a 
new hosiery number, and the re- 
sults were felt, not only the next 
day but during the entire week. 
This copy not only obtained impres- 
sive publicity for the new number, 
but attracted attention which was 
reflected in customer comment and 
patronage, because of the startling 
layout, attractive price and the use 
of the Easter slogan, “Say Easter 
Greetings with Baker Hosiery.” 

A similar slogan, with phrase- 
ology appropriate to the occasion 
and time, will be used throughout 
the campaign. Other slogans be- 
ing used are, “Smart Shoes and 
Hosiery for Every Hour,” and 
“Shoes and Hosiery Harmonize 
with the Smart Ensemble.” With 
the latter slogan, prominent dis- 
play is given to the hosiery shades 
being featured, such as flesh pink, 
misty morn, mirage, grain, shell 
gray, dust, atmosphere, greige, and 
evenglow. 

Window displays of photos of the 
“Baker Girl” tie in with the adver- 
tising campaign in the hosiery win- 
dows of all the Baker stores. The 
photos have been mounted on large, 
gold picture frame cards, with the 








Bevery woman loves lovely heels, and 
the merchant who shows a variety 
of them adds new business... show 
our fascinating new number, the 


duette, and add new busi- 


ness ... show that proven best-sel- 





heel of perfection, the anglette, 
and add new business... 
remember, the risk remains with 


romilla — you sell these 





numbers — or we credit them 
2 


“features at popular prices”’ 
full-fashioned hosiery only 


MALLER HOSIERY COMPARY, 1 
330 FIFTH AVERUE 
NEW YORK 





HOSIERY 


San Francisco—51 Fremont St. 


COMPLETE STOCK ALSO CARRIED AT 


Chicago—North American Bldg. State & Monroe Sts. 
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“28 YEARS OF FAITHFUL SERVICE” 


629 South Broadway 





Baker’s tremendous cash buying power allows for 
hosiery at most popular prices 


~ €Buker 


412 West Seventh St. 
Os SURE) 


Tevtiond 


One of the full-page hosiery advertisements 


slogan “Smart Shoes and Hosiery 
for Every Hour.” In these the 
“Baker Girl” is shown displaying 
hosiery in sports, afternoon and 
evening costumes, with the layouts 
prominently displayed in the ho- 
siery trim. A further tie-in is 
gained by single photos carrying 
prices of individual hosiery num- 
bers, in the hosiery cases. 

Monthly billboard displays of the 
“Baker Girl” complete the tie-up. 
Before Easter she was in spring 
costume; in May and June she 


Hosiery and Shoe Store Accessories 


stood forth in bridal array admir- 
ing her Baker hosiery and shoes, 
with the copy reading “Shoes and 
Hosiery for the June Bride and 
Graduate.” 


Me hag only is the hosiery adver- 
. tising campaign causing 
wide comment among competitors 
in both shoe and hosiery lines, but 
it is bringing customers who men- 
tion that the ads brought them to 
the store, and who were “attracted 
by the prices in your ads.” 








BEFORE ORDERING, 
READ EHS 






Everwear announces Style 42, which will alter previous 
conceptions of hosiery value. Full-fashioned, ex- 
tremely fine gauge chiffon, sheer as mist, every 
thread fresh, pure silk. Picot top and run-resist- 
ing lock-stitch in delicate orange. Styled with 
step toe guard and very narrow special 
square heel. Made with rare skill for that 
modernistic slenderizing effect. Looks and 
feels its value—selling now in volume 
—2o0 popular fall colors, sizes 8% 
to 10%, Make money on Style 42! 


$i 


WPicot am top 





























FERSE WHE 
THE LATESE 





THE EVERWEAR HOSIERY COMPANY - MILWAUKEE, WISCONSIN 
Ce 3 anne — as? 
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How We SELL it ostery 


By P. N. Gaulin 


Manager, Traveler Shoe Store, Buffalo, N. Y. 


N a store of 
[cue kind, with 

a dozen men 
selling shoes and 
one gir! selling 
stockings, I have 
found that as the 
shoe business in- 
creases, it is cor- 
respondingly hard- 
er to sell hosiery. 
Also, unless the 
salesmen are constantly being 
jacked up, they even forget to men- 
tion hose. This jacking up process 
must be done carefully, intelligent- 
ly and consistently, else one will 
have a lot of soreheads on his staff 
instead of good boosters for the ho- 
siery department. 

Every morning, short, snappy 
store meetings are held. At least 
twice a week the talk centers on 
hosiery. Both the hose saleslady 
and myself explain the new num- 
bers to the boys. Then the man 
who made the best showing selling 
stockings tells of his latest, most 
successful sales-producing argu- 
ment. 


WEEKLY prize of a couple 

of dollars goes a long way in 
helping the men to remember to 
suggest stockings. 

It also pays to keep close tabs 
on each man’s talley cards every 
day, both to keep in touch with the 
high man as well as to see who is 
slipping. Here is one little stunt 
that works out fine: if for some 
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Since assuming charge of 
this store 18 months ago, 
Mr. Gaulin has increased 
the hosiery business 
from where it was 11/,% 
of the total sales to its 
present average of 15% 
of the sales. 
he manages is a $5.00 
specialty shop. 


reason a boy is not 
making a satisfac- 
tory showing, just 
detail the prize 
winner to take him 
in tow and coach 
him up a bit. If 
this is done in the 
right way, so that 
the men will enter 
into the spirit of 
it in the proper 
manner, it will work wonders. 

Customers presumably go into 
shoe stores to buy shoes, so it takes 
a real effort to get them interested 
in stockings. If the one in charge 
of the selling organization fully re- 
alizes this and he works with his 
organization, leading them, not 
driving them, some surprising sales 
records will follow. 


The store 


HOSIERY department should 

show fully as steady a gain as 
the shoe department itself. Each 
will help the other. In our own 
store there is scarcely a day but 
that some woman will be attracted 
to the store by the stockings and 
will eventually buy shoes. After 
shoe customers are in the store, 
good interior displays of hosiery 
sell the idea to the seated custom- 
ers. It is quite as important, too, 
to see that the customer buys the 
right weight as it is to see that she 
gets the right size and color. Strict 
attention to this detail will prevent 
many returns and unnecessary ad- 
justments which eat into the profits. 


‘e] 















THE NEW 
HOSIERY EXAMINER 
and DISPLAY FIXTURE 



























































Swivel mounted. 

Priced at $16.50 f.o.b. New 
York. 

Bronze base, marble block, 35 
inches high, glass one-half inch 
thick. 

Any color. 

Same with extending arm for 
display purposes, $18.50. 


PARISIAN HOSIERY 
EXAMINER AND DISPLAY CO. 


1204 Broadway, New York 














News 0’ the MARKET 


OW long is a woman’s stock- 

ing? Short skirts created a 
demand for hosiery longer than 
that previously made. In some 
quarters the demand for extra 
length was exaggerated and some 
producers went to such extreme 
lengths as 31 inches or longer. The 
question of lengths has been cussed 
and discussed freely. Now comes 
the National Association of Hosiery 
and Underwear Manufacturers 
with the recommendation that a 
set of standard lengths be adopted 
by the full fashioned hosiery trade. 
Chances are that these standard 
lengths will be observed generally. 
They are: Sizes 8 and 8%, 27 
inches; sizes 9, 9% and 10, 27 
inches for shorts and 29 inches for 
longs; sizes 1014 and 11, 29 inches. 





DOUBLE-TOE stocking, so 
ol comens that one toe may 
be cut away when worn, leaving the 
other one in place, has been devel- 
oped and is now being marketed by 
Strahan & Co., New York and 
Philadelphia. A patent has been 
applied for. It is being marketed 
under the name of “Repeto” (re- 
peat-toe). 





TOP-RUN features which have 

been used on the garter welts 
of stockings for many years, have 
now been applied to the toe of the 
stocking by the Sohn Hosiery Co. 
The new feature has been named 
“Sohntex” and soon will be applied 
to all hosiery produced by the com- 
pany. Application has been made 
for a patent on the feature, which 
employs special machinery in the 
making. 
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HE Shoe Form Co., Auburn, 
N. Y., manufacturers of 
“Fairy Forms” for shoes, have re- 































“ cently introduced a hosiery form, 
made of the same light material as 
” the shoe forms, and so balanced by 
; a weight inside that it stands alone. 
" Both short and long forms are 
a. available. The forms come in size 
1e 
»d 
eS 
ry 
rs 
a 
od 
le. 
rd 
ly. 
27 
27 
or 
2S. 
so 
wd 4B and may be used for the display- 
a: ing of both hosiery and shoes. The 
by smooth surface of the material of 
nd which the forms are made prevents 
the tearing or causing of runs in 
en ° 
od hosiery when drawn over the form, 
it is claimed. 
re- 
PINKWATER, inventor of a 
enew hosiery display form, 
ive which is being accepted by hosiery 
Its departments throughout the coun- 
ive try, has severed his connections 
the with the R. & P. Hosiery Examiner 
Co. & Display Co., and has formed a 
1ed company of his own, which is called 
ied the Parisian Hosiery Examiner 
ym- Display Co. Mr. Feigenbaum is as- 
ade sociated with him in his new ven- 
ich ture. The display forms, of plate 
the glass, can be used for either dis- 
play or hosiery examination. 
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Customers React to Holiday Shopping Suggestions in 
September and October 
d 
{ff aHRISTMAS hosiery sales have sold one dozen pairs to one cus- F 
already begun at Mitchell- tomer. 
™ Baker & Smith’s, Lexington, “We also find that our Christmas 
Ky. sales are increased by using the 
‘ . . f 
It is entirely due to our sug- hosiery trunks. These trunks are 1 
gestion to customers that the early decorated cardboard boxes in the ~ 
selling of hosiery for Christmas shape of trunks having three, four 8 
trade is done,” said Miss Ora Lee : ‘ 4. 
or five drawers with a pair of hose 
Abnee, buyer and head of the ho- a ant deen ‘Us Mek thet tf 5. 
siery department. “They would “a . “ -" . 
never think of it themselves, but We did not use these trunks many 
by suggesting to them that now is People would not buy our hose and, 
a good time to buy hosiery for aS there are several pairs in each 1 
Christmas giving we have already trunk, it is readily seen how sales 7 
sold many pairs. On Sept. 17 we are increased.” 9 
3. 
Aho So Zo Fo rko rFo Zo Fo fo Lore Gorge Goode So Sooke So Forse So So Se Se So So Soke fo rke So Se onke So So le ele nlestonte neato nonvenlontocresleetontoetoece 
ae ee 
$ % 
“& Og 
: WHY NOT SELL ae 
4 % r 
se & z. 
: SIX PAIRS OF HOSE : | 2 
» 4 A ‘ 
a = 4. 
: INSTEAD OF ONE? : | 
+ This handsome cabinet costs you & 
4 little. If you offer it as a gift with > 
% an assortment of three or six pairs " 
4 of hose, the added profit on the } 4 
4 extra sales volume will show you ° 
4 a good net. Other retail merchants °° 
= have proved this out. b 4 2 
os Or you have a good item for your oe Q | 
& hosiery department on a _ straight & a 
‘ sales basis. ot a | 
Oy We have other and more elaborate + “7 
shoe and hosiery cabinets illustrated + “ 
= in our catalog. " 5. ] 
Kx This handsome eahinet box holds three * 
p beautiful imported mother ~ of - pear THE ROYAL- PIONEER = 
> aper in green, . 5 > 
+a inside lined with ‘pastel plate. paper PAPER BOX MFG. co. SS 
“ 0 match. ze—8x6x3. 
= Illustration shows No. 83-A—$8.00 1147-53 North 4th Street oo 
% dozen F.O.B. Philadelphia 4 1. I 
~ Same in stock covered with domestic Sg 
° papers—$7.00 doz. F.O.B. New York Office, 225 Fifth Avenue ee 
Soaseegoeteetoetoegontogocgoegoogoegontontoatontoetoatoetoeteeteeteeteeteetestecteogeogeotecgentonteafoatoetoetoeteeteeteeteeteetoetoetoctoctoetoefeetoetoateate . : 
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The COLOR 4 a 
n 
REWITH are listed the Artcraft Silk Hosiery Mills 
latest best selling colors re- : : 
ported by various organizations: Sheen Service 
} Cas 1. Marmotte 1. Marmotte 
—_— Gotham Silk Hosiery Co. 2. Sunburn 2. La Mode 
, 3. La Mode 3. Petale 
g the Sheer Service 4. Petale 4, Finesse 
s are 1. Seasan 1. Seasan 5. Ivory 5. Milo 
n the 2. Manon 2. Pawnee 
four 8. Pawnee 3. Grain Moiud 
» teens 4. Creole Tan 4. Tansan J 
at if 5. Grain 5. Gun Metal Sheer Service 
1. Tusca 1. Tuscany 
ngonne-4 Cooper, Wells & Co. = teu 2. Loraine 
, = Sheer Service 3. Fiji 3. Fiji 
| ates 1. Light Gun 1. Mirage 4. Creole 4. Creole 
Metal 2. Cuban Sand 5. Nutone 5. Nutone 
2. Cuban Sand 3. Light Gun 
3. Beach Tan Metal Holeproof Hosiery Company 
ees Realart Silk Hosiery Mills Sheer Service 
‘4 Sh Servi 1. Grain 1. Grain 
é _ whaead 2. Petale 2. Petale 
= 1. Boulevard 1. Beechnut 3. Duvette 3. Gun Metal 
+ 2. Manon 2. Boulevard 4. Diane No. 2 
53 3. Tea Time 3. Grain 5. Fleur de Lis 4. White 
4 4. Beechnut 4. Manon 5. Fleur de Lis 
> + 5. Light Gun 5. Wrought Iron 
; $ Metal Kramer Hosiery Company 
, Society Maid Hosiery Co. Sheer Service 
. y 4 1. Beechnut 1. Burlwood vont . —— 
‘ | 2. Sandalwood 2. Beechnut : ae _ 2. — -? 
: ss 3. Burlwood 3. Sandalwood + . 3. Mi —_ 
© $ | 4. WroughtIron 4. Cuban Sand a 
z 5. Misty Morn 5. Wrought Iron Dexdale Hosiery Mills 
‘ z The Allen-A Company Sheer Service 
+ Sheer Service 1. Rusty Brier 1. Samoa 
% 1. Light Gun 1. Light Gun 2. Rose Metal 2. Rusty Brier 
a a Metal Metal 3. Samoa 8. Cuban Sand 
ee 2. French Nude 2. French Nude 4. Rose Taupe 4. Harmony 
ewe’ | 3. Beach Tan 3. Naturelle 5. Cuban Sand _ 5. Rose Metal 
, 1928 : , 
‘ Hosiery and Shoe Store Accessories 
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—eAnd Other Things 


Handbags, Millinery, Jewelry, etc., 
Are Being Sold in Shoe Stores 


EVER were prospects 
brighter for the shoe mer- 
chant to cash in on extra 

bits of merchandise than at pres- 
ent. The ensemble idea, paramount 
in women’s 

costuming at 

present offers 

a brilliant op- 

portunity to 

the alert shoe 

merchan- 

diser. Many of 

leading shoe 

retailers of 

the country 

have grasped 

this opportuni- 

ty. The tweed 

shoe, for ex- 

ample, offers 

the shoe man 

a chance to of- 

fer his custom- 

ers matching 

hand bags and 

millinery. One 

manufac- 

turer of tweed footwear has ar- 
ranged with a bag maker and a 
millinery house to produce bags 
and hats of the identical materials 
used in shoes. How this can be 
and is being played up in advertis- 
ing is shown here, in reproductions 
of large advertisements recently 
published by James McCreery & 
Company, New York, and Crowley- 
Milner’s, Detroit. 


Going further than this, more 
than a score of shoe stores are now 
selling leather belts, which again 
have come into vogue strongly. Al 
Ruby of Chicago, who is generally 
conceded to be 
one of the most 
wide - awake 
shoe merchants 
in the country, 
has gone in 
for costume 
jewelry, some 
of it getting 
into the semi- 
precious gem 

Ciee Senet Oe class and run- 
TWEEDS ning into real 
ay omer ay 2S Lan money. In his 
ere Chicago store 
he recently has 

installed a solid brass and 
glass case for the display of 
this jewelry. The case cost 
around $1,100, which is evi- 
dence that Mr. Ruby believes 
the shoe store is a good place 
in which to sell costume jew- 

elry to the women of Chicago. 


Cousins Presents a 


HEN shoe stores started han- 

dling hosiery a few years ago 
it was the first step in the evolu- 
tion of the store which offers a 
woman a complete service. Now 
other things are being handled, at a 
profit and with comparatively little 
extra effort. 


Boot and Shoe Recorder, October 6, 1928 








